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VANDALISM AT BUILDING SITES is a growing nuisance in’ 





many parts of the country and rivals the materials shortage as a 
contributing factor in delaying completion of homes under construc- 
tion. Home builders in Richmond, Va., and Chicago have com- 
plained of much wilful damage and outright thefts. 


DISCONTINUE CASH AND TRADE DISCOUNTS to all cus- 


tomers now is the advice of a Texas lumberman who recently 
instructed his yard managers to stop the practice. Condemning 
discounts to contractors and industrial concerns as bad business, 
the dealer pointed out that OPA restrictions, increasing costs and 
shortages made this the ideal time for such a move. 


MUCH BUILDING WITH NEW MATERIALS was predicted by 


John N. Gwinn, NHA regional director of materials, at a Chicago 
meeting recently. He said there was a ‘‘very good chance” that in 
1947 builders may construct homes of.concrete at the rate of 320,000 
a year; 240,000 of steel and aluminum; 225,000 of a new material 
utilizing steel and aluminum in combination with special papers, 
plywoods and similar materials; and ‘thousands’ of homes made 
of plastics. 


NAIL PRICES INCREASED—OPA has granted a retail increase 


averaging about 23 percent in ceiling prices for standard wire nails 
sold by the keg. 


PRODUCTION OF HEATING EQUIPMENT LAGS—Except for 


stokers, it will be two years before the huge demand for heating 
equipment can be met. Hampered by strikes and shortages, pro- 
duction is so slow that the industry will just be able to handle 
essential repairs and replacements this winter. 


ALUMINUM SCRAP RUNNING LOW and makers of aluminum 
sheet for building purposes are being forced to increase the per- 
centage of virgin metal in their product. Although this increases 
=. prices have been maintained because production is rising 
steadily. 

BOXCAR SHORTAGE CONTINUES and transportation bottle- 


_— ire augmenting the production and distribution problems of 
€ nation. 


AUGUST A MONTH OF DRASTIC ACTION aimed at breaking 
bottleneck in vets’ housing program. Wyatt and Small made sweep- 
Ing changes in regulations. More details in News and Trends and 
Washington Calendar of this issue. 

VET FAMILIES WANT CONTEMPORARY DESIGN in houses 


accoraing to a report from Richmond, where architects say Gls 
have objected to traditional styles put up by local builders. 


PUBLIC HOUSERS STILL FIGHT for adoption of W-E-T bill. Lee 


PF. Johnson, executive vice president of National Public Housing 
Conference, has been urging his members to renewed efforts since 
Congress adjourned. National Retail Lumber Dealers’ Association, 
on the other hand, is intensifying a five-pronged publicity campaign 
opposing Federal kureaucracy, including W-E-T bill. 

LACK OF HOUSING WAS INEVITABLE says H. C. Berckes, 


secretury, Southern Pine Association. Members of industry never 
doubt: d that housing situation would reach present stage. Con- 
Clusior was evident, he says, not because of self-interest by lumber 
Indust: y, but only because of the manner in which price control 
has been administered. 
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LOW RENT BRACKETS 


80 percent of nation's houses 
are single family structures 


AN ANALYSIS of the value of 
homes of all types in the United 
States finds approximately 90 per- 
cent in a $50 and under rental 
classification, a survey just com- 
pleted by the Minneapolis-Honey- 
well Regulator company discloses. 

Of the nation’s 37,000,000 homes 
only 3,500,000 are in the $50 and 
up group. Approximately 30,000,- 
000 or 80 percent of the nation’s 
total, are single family structures. 

A geographic breakdown of the 
survey showed that 2,559,000 or 
74 percent, of the homes classed 
in the $50 and up bracket are 
located in the north, 511,000 or 
15 percent, in the south and 370,- 
000, or 11 percent, in the west. 


MORE PLANNING 


No shortage of controls, but - 
materials re main critical 
NEW BROAD measures to get 
large additional amounts of con- 
struction lumber, hardwood floor- 
ing and millwork into the Veterans 
Emergency Housing program were 
announced recently by Housing Ex- 
pediter Wilson W. Wyatt and Civil- 
ian Production Administrator John 
D. Small. 
The actions, which follow drastic 
steps announced to set aside more 





WHEN newcomers to Tuscon, Ariz. were un- 

able to rent houses or build their own from 

conventional materials, they turned to mud. 

Over 500 families have built their own homes 

from adobe blocks with mud-movtared walls. 

The whole structure is finished off with gleam- 
ing white plaster. 





YOU PICKED A 
GOOD SPOT 


You surveyed the site carefully: decided 
the community needed your services 
and, emphatically, you set high stand- 
ards for stocking only merchandise that 
would reflect credit on your store. 


KYANIZE Paints, Varnishes, and En- 
amels are made for merchants set on 
achieving reputations for fine quality 
and service ... products, indeed, that 
help keep your store “On the Spot” as a 
source of the finest in finishing ma- 
terials. 

For users, the LIFE of the surface: for 

dealers, the LIFE of the store. 


BOSTON VARNISH COMPANY 


Boston Chicago Los Angeles Montreal 


SELF - SHOTS re 
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NEWS 2«¢ TRENDS 


materials for housing—and to as. 
sure that they are held for that 
purpose—are: 

1. That distributors will get, on 
an annual basis, at least one-third 
more housing construction lumber 
from sawmills, or two carload lots 
per quarter, whichever is larger, 

2. That distributors who thus 
get increased shipments from saw- 
mills must hold indefinitely 80 per- 
cent of those shipments for cer- 
tified and rated orders. . 

3. That, effective immediately, 
MM ratings issued to the Army 
and Navy for overseas construc- 
tion will be “reviewed most care- 
fully” as to their geographical im- 
pact and timing. 

4. That all military housing in 
this country will be similarly re- 
viewed and a rating no higher than 
an HH (housing) rating will be 
used for approved amounts. Here- 
tofore, military housing has carried 
MM ratings. 

5. That every millwork manu- 
facturer or distributor must re- 
serve indefinitely for certified or 
rated orders 85 percent of mill- 
work he produces or receives, un- 
less specifically authorized to do 
otherwise. 

6. That every hardwood flooring 
manufacturer or distributor must 
reserve indefinitely for HH and 
MM orders (the latter only for 
hospitals for the Army, Navy and 
Veterans administration) 100 per- 
cent of the residential hardwood 
flooring he produces or _ receives, 
unless specifically authorized to do 
otherwise. 

7. That 75 percent of all hous- 
ing construction lumber imported 
into this country be held indefi- 
nitely for certified and rated orders. 

The action increasing distribu- 
tors’ receipts of lumber from saw- 
mills makes available to them each 
month an amount equal to 10 per- 
cent of their base period siocks 
(January 1, 1942), or two carload 
lots per quarter, whichever is the 
greater amount. The 10 percent is 
an increase over the seven percent 
which has been in effect. 

It was pointed out that while 
lumber production has been in- 
creasing steadily, there has been 
no guarantee that the increases 
would be channeled into housing 
uses, and this new action is de 
signed to correct that situation. 

In all of these stepped-up set- 
asides, AAA priorities are not af- 
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The view... the sunshine... the ventilation . . . the sec- 
tion of the wall, that although of glass, is thoroughly insulated 
...is an Andersen WINDOWALL. 

Architect Frank Pichler specified Andersen Wood Case- 
ment Window Units arranged in an angle bay for this home 
in Columbus, Ohio. The sash in the center is fixed, while the 

















two casements on each side swing out to catch cooling 
breezes. 

This is just one of the countless WINDOWALLS made by 
combining stock size Andersen Complete Wood Window 
Units. For additional information, consult Sweet’s Catalog, 
or write Bayport. 


. 
«Andersen Coporalion * Tey > Sere 


CASEMENT +- GLIDING 


DOUBLE HUNG AND BA 


SEMENT WINDOW 


























NEWS acd TRENDS 





fected. AAA ratings are issued 
very sparingly, usually only in the 
case of disasters, and these would 
continue to be used as they have 
previously. 

The actions complete current 
sweeping moves—including the 
doubling of the number of ma- 
terials on the housing priority lists 
—to attempt the completion of 
a vast number of houses and apart- 


ments before the snow flies. 

The previous actions include: 

1. Rated priority orders must 
be accepted by dealers and dis- 
tributors up to 75 percent of their 
receipts for 43 of the 57 materials 
listed on Schedule A of PR 33. 
Larger proportions of the remain- 
ing 14 materials must be set aside 
indefinitely for HH and _ other 
ratings. 

2. The placing of 57 materials 
in short supply on the priorities 
list—by the addition of 27—will 
assure builders of principal mate- 
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PIONEER NATIONAL DISTRIBUTORS WITH 
WAREHOUSE BRANCHES SERVING THE 
DEALER TRADE IN 6 MAJOR MARKET AREAS. 
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rials to complete houses and apart- 
ments, claims Wyatt. 


3. The setting aside indefi; titely 
of key materials, and the keeping 
of complete records for govern. 
ment inspection, will result in a 
far greater flow of housing, a«cord. 
ing to NHA. 


4. A 27 percent slash in the per- 
mitted weekly volume of non-hous- 
ing construction from the current 
$48.8 million toward a goal of $35 
million. Projects will be tightly 
screened. 

5. There were two orders in- 
volving cast iron soil pipe. One 
provides that at least 93 percent 
of the output must be in sizes 
needed for housing. The other 
states that no one shall use the 
product for any purpose except 
installing, repairing or maintain- 
ing sewage disposal systems in 
buildings and that it shall not be 
used beyond five feet from the 
building line, except for replace- 
ment. 


ACCESS ROADS 


12 percent of forest 
program completed 

THE U. S. Forest Service has 
reported that approximately 12 
percent of its program of access 
roads to out-of-the-way government 
timber lands had been completed 
as of August 1. 

The percentage completed is a 
portion of the authorized program 
covering 1,908.2 miles of roads to 
be built or improved in 29 states 
which, it is estimated by NHA, 
will increase lumber production for 
veterans housing by 172,900,000 
board feet this year and nearly 
one billion feet additional in 1947. 
The road project will cost $12,- 
305,300. 


HIGH BUILDING COSTS 


90 percent of potential home 
owners balk at increases 

NINE- out of ten prospective 
home owners eligible to build :inder 
the Wyatt plan consider building 
costs too high, according to # na- 
tion-wide survey recently conducted 
by Ponderosa Pine Woodwork. Chi- 
cago. 

Only 36.3 percent of those eli- 
gible think that building costs will 
come down within the nex! few 
years. 

The survey shows little var :ation 
of opinion between those e igible 
and those not eligible on the ques- 
tion of high building costs. ‘here 
was some slight variation be!ween 
the eligible and non-eligible ¢roup, 
however, on the question of 
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These Grade Trade-Marks 


on Douglas Fir Plywood mean 


ity 


(ua 


kept to Uniform Standards 
by Rigid Inspection! 


THERE is a type and grade of Douglas fir plywood 
manufactured especially for every building need. Each 
must meet rigid standards of quality. Current produc- 
tion is constantly inspected . . . constantly tested in 
the Douglas Fir Plywood Association laboratory. 
Choose the type and grade for your particular job by 
these “‘grade trade-marks,’’ which appear on every 
panel. Use it with complete confidence; its depend- 
ability is backed by an industry-wide quality standard. 








Substantial Production 
Now Allocated 
to Veterans’ Housing 


Because the needs of the Re- 
conversion Housing program are 
so acute, Douglas fir plywood 
is today being allocated by the 
Civilian Production Adminis- 
tration. This means that a 
substantial proportion of the 
Douglas fir plywood industry’s 
current production must go to 
housing contractors, stock cab- 
inet manufacturers, prefabrica- 
tors and distributors. 


As = result, the supply situation 
for ail other industrial and con- 


Douglas Fir Plywood 


Association 


Tacoma 2, Washington 


IT, os . 
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struction uses is temporarily a 
difficult one. It is a fact, how- 
ever, that more plywood is 
being produced today than in 
pre-war years. Once the present 
overwhelming demand has been 
met, an increased amount will 
be available for all uses in 
construction and industry. 


Anticipate YOUR needs as far 
in advance as possible — and 
discuss those requirements with 
your regular source of supply. 


DOUGLAS FIR 


PINWOOD 


LARGE. LIGHT STRONG 
Real Wood 
PANELS 










D. 


PLYFORM is the special concrete- 
form grade of Douglas fir plywood 
—a quality grade manufactured 
with highly water-resistant glues 
and intended for multiple re-use 
in form construction. 


TRADE MARK REG. U. $. PAT. OFF. 


Concrete Form Panel 


INSPECTED 7 





F.PASf 
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D.F.P.A. 





EXTERIOR-TYPE piywood is made 
with completely waterproof syn- 
thetic resin binder especially for 
permanent exposure to weather 
and water. It is widely used for 
building exteriors, for outdoor 
signs, for railroad car siding, and 
in all phases of marine construc- 
tion. 











PLYSCORD is an unsanded utility 
panel of unusual rigidity, made to 
withstand the rigorous service de- 
manded of wall and roof sheathing 
and of sub-flooring. 


-PLYSC@RDB- 
SHEATHING 






GENUINE 
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REG. U. §. PAT OFF. PEND. 
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PLNPANEL D.F PA. 





PLYPANEL is the grade cf interior- 
type plywood made especially for 
high qua‘ity interior work on walls, 
ceilings, for booth partitions, cab- 
inet doors and similar uses. 





PLYWALL is the grade 
cf interior-type ply- 


wood made for use D.F.PA 
h I id . ~ . . 
is cape, ae ime weal INSPECTED 





paneling. It is suitable 


PLYVWBLL 


TRADE MARK REG. U. $. PAT. OFF. 


Douglas Fir Plywood 
WALLBOARD 


GENUINE 








for most stained fin- 
ishes, for painting or 
papering. 











NEWS aed TRENDS 


whether building costs may be ex- 
pected to fall within a few years, 
the non-eligible group’ tending 
more strongly to the belief that 
prices, eventually, will be lower. 
Eligibles and non-eligibles, how- 
ever, are agreed in thinking that 
some physical improvement in 
building materials and equipment 
will come within a few years. Of 
those eligible to build under the 
Wyatt plan, 78.1 percent anticipate 
product improvement, while of the 
non-eligibles, 75.7 percent agree. 





SHOT IN THE ARM? 


Veteran groups approve 
Wyatt's drastic actions 

FOUR of the nation’s leading 
veterans groups are said to have 
given unqualified endorsement to 
the drastic actions which Housing 
Expediter Wilson W. Wyatt has 
put into effect in efforts to speed 
up the Veterans Emergency Hous- 
ing Program. 

Approved by the veterans’ lead- 
ers were all phases of the stepped- 
up program—much greater set- 
asides of materials for housing, 
further drastic curtailments of 
non-residential construction, more 
than doubling the HH priorities 
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U.S. Pat. No. 2056688 


A NEW AND BETTER BOLT DESIGNED 


copectally for wood products 


A Lamson Weather-tight bolt fits a bored 
hole like a cork fits a bottle. The tapered, 
splined shank, driven into the bored hole 
makes a tight seal along the entire length 
of the taper. Splines of the shank grip the 
sides of the bored hole, giving six times 
as much gripping surface as any ordinary 
bolt and preventing the bolt turning when 
the nut is applied or removed. The head 
of a Lamson Weather-tight bolt seats flush 
with wood surface without counter-boring 
and does not splinter the wood. The two 
concentric V-shaped ribs, underneath 


head of bolt, press down wood fibers and 
aid in seating the head flush and firm. 
Head is so strong that it cannot “cup” or 
bend or break off, the annular ribs re- 
inforcing its strength. Absence of counter- 
boring gives any product a better appear- 
ance. Make a test assembly—we’ll send 
you samples in the sizes you need. Weather- 
tight bolts are made in %&” to %” diam- 
eters, any length, in plain or plated steel, 
with large or small heads. They can also 
be made of brass or bronze on special 
order. 


THE LAMSON & SESSIONS COMPANY, 1971 West 85th Street, Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 


BOLTS AND NUTS « LAG SCREWS + WEATHER-TIGHT BOLTS «+ 


STOVE BOLTS + FURNITURE BOLTS 


LAMSON & SESSIONS 


Ask ycur Jobber {or the Lamson Line 


SPECIALS * WASHERS + CHAIR AND LADDER RODS * COTTER PINS » STEP AND ELEVATOR BOLTS 
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list of building materials, and jin. 
stituting compliance measures jn 
distribution and use of these ma- 
terials. 

Besides endorsing these forth- 
coming actions, the Council ap. 
proved granting HH priorities to 
three “hardship” groups of non- 
veterans: 


1. Faculty members of colleges 
and universities accommodating 
large numbers of veteran students, 


2. Veterans’ parents who wish 
to provide an additional room which 
will be occupied by a veteran of 
World War II. 


3. Persons suffering from major 
physical disabilities. 


COMING CONVENTIONS 


Sept. 25-26—Producers’ Council, 
New York, Hotel Pennsylvania. 


Oct. 2—National Association of 
Commission Lumber Salesmen, 
Chicago, Hotel Chicagoan. 


Oct. 3-4—National Hardwood Lum- 
ber Association, Chicago, Con- 
gress hotel. 

Oct. 10—Building Material Ex- 
hibitors Association, Chicago, 
Sherman hotel. 

Oct. 21-23——-National Retail Lum- 


ber Dealers Association, Seattle, 
Wash. 


Jan. 13-15—Middle Atlantic Lum- 
bermens Association, Atlantic 
City, Claridge hotel, no exhibits. 


Jan. 13-15—Kentucky Retail] Lum- 
ber Dealers Association, Louis- 
ville, Brown hotel, exhibits. 


Jan. 15-16—Northwestern Lumber- 
mens Association, Minneapolis, 
Radisson hotel. 


Jan. 22-23—Carolina Lumber & 
Building Supply Association, 
Charlotte, Hotel Charlotte. ex- 
hibits. 

Jan. 22-24—Southwestern Lumber- 
mens Association, Kansas City, 
Auditorium, exhibits. 


Jan. 28-30— Northeastern Retail 
Lumbermens Association, New 
York, Pennsylvania hotel, exhib- 
its. 

Jan. 28-30—Nebraska Lumber Mer- 
chants Association, Omaha, Au- 
ditorium, exhibits. 

Jan. 28-30—Ohio Association of 
Retail Lumber Dealers, Cvolum- 


bus, Deshler-Wallick hotel, exhib- 
its. 


Feb. 2-4—West Virginia Lumber 
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The Colors Your 
(ustomers Prefer are 


in a Lowe Brothers Can 
ee 








STYLE-TESTED PAINT COLORS ELIMINATE 
THE PAINT MERCHANT’S BIGGEST RISK 


Only the colors which women prefer and are actually buying 
for home decoration today are found in cans bearing the Lowe 
Brothers label. That means no obsolete colors! No markdowns! 
No close-outs! Nothing but satisfied customers which give you 





faster turnover from minimum stock investment. 


Every Lowe Brothers Color has been sTYLE-TESTED by a Color 
Research Plan that’s both revolutionary and foolproof. Devel- 




















oped in collaboration with a noted research organization, Lowe Sityle-foted 
Brothers STYLE-TESTED Paint Colors eliminate the biggest risk PAINT COLORS 


in paint selling, and take the guesswork out of color selection. 


AGGRESSIVELY ADVERTISED 


Your customers are learning about STYLE-TESTED Paint Colors 
because they are aggressively advertised through a continuing 
campaign supported by literature, display and store selling 
materials. The coupon below will bring you complete details. 


THE LOWE BROTHERS COMPANY - - - DAYTON, OHIO 


NONE 


READY NOW -— THE PAINT COLORS YOUR — 
CUSTOMERS WANT AND WILL BUY | 


Lowe Brothers 


PAINTS «* VARNISHES 
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The Wise Judge 
is the man who 
considers All _. 
angles... ,{ 
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How is your roof Coating 
and rooting Adhesive line 


from the angle of 
“repeat business’? 


The important, first sale of any item 
usually involves costs (in time) great- 
ly in excess of the actual profit allowed. 
For this reason it is important to stock 
a quality line that your customers will 


ask for... again and again. 


To your customers, ABESTO COLD 
ROOFING MATERIALS 
quality .. 


represent 
“value-received” . reduced 
labor costs ... lasting satisfaction. To 
you fast-selling ABESTO means profit- 


able repeat business. 


Write for our descriptive literature 


and free specification sheets. 





ABESTO 
MANUFACTURING 
CORPORATION 


NEWS aad TRENDS 





Supply Dealers Association, 
Charleston, Daniel Boone hotel, 
exhibits. 

Feb. 4-6—Michigan Retail Lumber 
Dealers Association, Grand Rap- 
ids, Pantlind hotel, exhibits. 

Feb. 4-6—Lumber Dealers Associa- 
tion of Western Pennsylvania, 
Pittsburgh, William Penn hotel, 
exhibits. 

Feb. 10-11—Mountain States Lum- 
ber Dealers Association, Denver, 
Shirley-Savoy hotel, no exhibits. 

Feb. 10-11— Tennessee Lumber, 
Millwork & Supply Dealers, 
Knoxville (?), exhibits. 

Feb. 10-12—Illinois Lumber & Ma- 
terial Dealers Association, Chi- 
cago, Sherman hotel, exhibits. 

Feb. 18-20—Wisconsin Retail Lum- 
bermen’s Association, Milwaukee, 
Auditorium, exhibits. 

Feb. 18-20—-Western Retail Lum- 
bermens Association, Portland, 
Multnomah hotel, exhibits. 

Feb. 19-20— Mississippi Retail 
Lumber Dealers Association, 
Jackson, Heidelburg hotel, exhib- 
its. 


Feb. 20-21—Virginia Building 


Material Association, Rich mond 
(?), John Marshall hotel, exhib- 
its. 


Mar. 4-6—Indiana Lumber & 
Builders Supply Association, Ip. 
dianapolis, Murat Temple, exhib- 
its. 

Mar. 5-7—Intermountain Lumber 
Dealers Association, Salt Lake 
City, Utah hotel, no exhibits. 


Mar. 5-7—Iowa Retail Lumbermens 
Association, Des Moines, Coli- 
seum and Savory hotel, exhibits, 


Mar. 10-12—Lumbermen’s Associa- 
tion of Texas, Galveston, Munici- 
pal Pier, exhibits. 


Mar. 19-20— Louisiana Building 
Material Dealers Association, 


New Orleans, Jung hotel exhib- 
its. 


Mar. 19-20—-New Jersey Lumber- 
men’s Association, Atlantic City, 
Traymore hotel, no exhibits. 

Mar. 28-29—Florida Lumber & 
Millwork Association, Orlando 
(?), Auditorium, exhibits. 


No announcement yet from the 
following: Southern California Re- 
tail Lumber Association; Montana 
Retail Lumbermen’s Association; 
Arizona Retail Lumber & Builders 
Supply Association; Lumber & 
Supply Council, Ga. 
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Dept. 15-C Michigan City, Indiana “Well the boss said if that poi of hardwood didn't 
. come today—he was gonna do somethin’.” 
14 September 14, 1946, AMERICAN LUMBERMAN ©& 
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Sack Mouth» 


A NEW HOME IS ADDED 


te the EVER-GROWING 
Weyerhaeuser 4-Square Home Building Service 




























| 


@ To strengthen the position of the lumber dealers in the home 
building field, Weyerhaeuser is releasing a new home building 
service which includes many new and exclusive features. This 
modern and complete home planning and building service is avail- 
able to retail lumber dealers exclusively. 























When the decision to build has been made, 
home planners, contractors and operative builders 
can look to the lumber dealer for experienced aid 
in home selection. 

The New Weyerhaeuser 4-Square Home Build- 
ing Service is big and complete. It features scores 
of house designs with working drawings, ma- 
terial lists and estimating guides. It will be kept 
up-to-date with the newest developments in the 
small home field. 


WEYERHAEUSER SALES COMPANY 


FIRST NATIONAL BANK BLDG. « ST. PAUL 1, MINNESOTA 











WEYERHAEUSER 


4-SQUARE LUMBER and SERVICES 
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heo.J.Silbernagel 


WHOLESALE DISTRIBUTOR 


West Coast Lumber 
and 


Lumber Products 


SPECIALIZING IN 


PONDEROSA PINE 


@ LUMBER 

a MILLWORK 
@ MOULDINGS 
© BOX SHOOK 


ep coe 


00.J.Silbernagel 


GENERAL OFFICE 
8 S. Michigan Ave., Chicago 3, DL 
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RS 
EDITORS 


Send OPA Back to School 





To the Editors: I notice in the August 3 issue of the 
AMERICAN LUMBERMAN that there is some thought 
of a school for lumber dealers and that such a school 
would be very helpful to dealers in the Chicago area. 
If such a school should materialize in the near future, 
I think all lumbermen will be interested in taking a 
course in it, and don’t forget that the OPA personnel 
should also enroll as it would at least teach a few of 
the rudiments of the lumber business. We lumbermen 
today don’t know much about the business any more, 
and the OPA knows much less. 

A good course for lumbermen and OPA officials 
would probably straighten out some of the kinks that 
stagnate the industry today.—F. C. BRUMMUND, 
Herreid Lumber & Hardware company, Herreid, S. D. 


Labor Has Upper Hand 


To the Editors: We think that Joseph O’Neil is 
partly right in his letter published in your August 17, 
1946, issue. There is no question but what there is a 
“blind spot” some place. We however, are not so sure 
that it can be fixed upon the AMERICAN LUMBERMAN. 

In the past we have endeavored to influence our as- 
sociation to accept the responsibility of posting us on 
the trend of labor rates in our field including the rates 
in the building trades, but without success. 

When we are required to negotiate with union or- 
ganizers we find them well supplied with facts and fig- 
ures that we have no data to challenge. We sit in the 
conference empty handed. 

It has been our impression that both the regional 
associations and the national association have neglected 
a most important obligation. We should be posted on 
the prevailing rates and working conditions in ai! sec- 
tions of the country in our field at all times.—it. D. 
REMINGTON, Remington Yards, Hibbing, Minn. 


Product Manual for Training Employees 


To the Editors: We use your articles from the 
“Know Your Products” series for teaching ou: em 
ployees about the products we handle. 

From our use of the series, we have two suggestions 
to make—and they are as follows: 

1. Put the series in manual form—then the series 
can be distributed and used by study as for instruction 
purposes. 

2. This manual should be put out in loose leat form 
—because additions and subtractions to the subject 
matter could be made more easily as changes occur. 

A product manual is needed and can be used Py all 
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It says: 


"GOOD 
PAINT 
HERE” 


The name DEVOE is important to you who 
handle our products—whether it’s on your 
own sign or on the container—whether it ap- 
pears in large or small type. It says with all 
the authority of our nearly two centuries of 
experience that you’re handling products that 
are ‘‘good’’ in every sense of the word. This 
means they are fine quality products that are 





right for their jobs—with good consumer ac- 
ceptance—and with the added advantage of 
thoroughly good profit for you. 

Make the most of the experience of others 
who handle these fine products—by making 
sure your stock is ample and represents a 
worth-while cross section of items in the fast 
selling Devoe line of quality materials. 









LACQUER 


Two Timely 






BIC LINOLEUM 


DEVOE Marble 
Floor Varnish 


New materials, new exclusive 





Business Builders 


Cash in now on the universal 
urge to ‘‘spruce up’’ that’s 
sweeping the whole nation! 
it’s a ready-made, important 
market for these two fine prod- 
ucts for use in homes, offices, 
industrial plants and institu- 
tions. Write, or see your Devoe 
representative for full infor- 
mation on profit margins, ship- 
ping schedules, sales helps and 
other details, 
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Crystal-clear and colorless. 
Dries FAST (hard enough to 
walk on in an hour) to a bright, 
wear-resistant, literally dirt- 
proof surface. Capitalizes on 
every housewife’s desire to pre- 
serve and beautify her floor cov- 
erings and reduce clean-up 
drudgery. Needed 
right now by acres 
and acres of lino- 
leum right in your 

territory! 












technique developed in the great 
Devoe laboratories make this an 
outstandingly finer varnish in 
every respect—truly a postwar 
product! Fast drying (dust-free 
in 1 hour, dry in 4 hours). Ex- 
ceptionally tough and hard, yet 
clear. Retain’s its high, jewel- 
like lustre in spite ks 
of hard wear, hot 
liquids and even 
mild acids and 
alkalis. 



























QUALITY COMES 
FIRST IN THE 
PRODUCTION OF 






LUMBER PRODUCTS 


Southern Brand has won its enviable reputation 
for quality on well manufactured and correctly 
seasoned lumber products. Because it is 
our purpose to maintain and further that 
reputation, our present efforts are directed at 
overcoming obstacles which are still hindering 
quality production. That accomplished, you 
and your trade may again look to Southern for 
a sustained supply of well manufactured, 
correctly seasoned, soft textured Arkansas 
Soft Pine lumber, trim and mouldings, also 
Southern Brand hardwood lumber and flooring. 


PRE-FINISHED 
HARDWOOD FLOORING 


SOUTHERN *LYMBER COMPANY 


WARREN; ARKANSAS 









We Grow Our 


Own Trees 





—For Today And 
For The Future 








LETTERS 


lumber companies large or small, and we fee! that 
this would be a big step in that direction... 

Will classify these suggestions as an exchange of 
ideas. Thanks for all the ideas you have given us.— 
FRANK H. MORRISON, Training department, Whip. 
ple Brothers Inc., Laceyville, Pa. 


Thanks for your comments. The manual idea is 
under consideration.—The Editors. 


Sorry—Our Error 


To the Editors: We have been receiving numerous 
letters from our trade advising they have read in your 
August 17 issue of the AMERICAN LUMBERMAN, page 
81, that the Redwood strike has been settled. This, of 
course, is erroneous information. The strike has not 
been settled. 

After over six months of trying to cooperate and 
make a settlement with the unions it was thought best 
that since they could not make an agreement, that the 
Redwood mills would cancel their agreements with the 
unions and try to operate on a strictly open shop basis. 
Some of the mills which are more strategically located 
than others have been able to operate in a limited 
fashion; others are still closed. So you can readily see 
that the statement that ““Redwood Strike Settled’’ does 
not give the right impression.——-MILTON V. JOHNS, 
Redwood Sales company, San Francisco, Calif. 


Thanks to Mr. Johns for his correction of an error; 
and a reprimand to the staff writer who misinter- 
preted a news item about reopening of some red- 
wood mills.—The Editors. 


Letter to Washington 


To Mr. Hood: The writer has heard you on several 
occasions addressing Northeastern conventions and 
was always impressed with the practical manner in 
which you handled your subject... 

Your coming to the AMERICAN LUMBERMAN should 
give added strength to the dealer forces in this coun- 
try. Therefore, we decided to send you a copy of a 
letter to Kiplinger. Perhaps the voice of the AMERI- 
CAN LUMBERMAN will get more attention from Wash- 
ington than that of the retail dealers. At least it could 
bring the present day problem to the forefront in such 
a manner as will force some solution. 


There is one definite fact and that is, something 
must be done to correct the situation.—F. S. H!BER- 
LIG, secretary, Loper Brothers Lumber company 
Inc., Porth Jefferson Station, N. Y. 


Letter follows.—The Editors. 


To the Kiplinger Washington Agency: In your let: 
ter of last week [August 17] you asked that you be 
supplied with comments relative to conditions |: the 
building industry. 


Therefore, after reading the results of the recent 
conference .between the Southern Pine Industry Ad- 
visory ‘committee and the OPA’s Lumber branch con 
sisting .of Ingram, McGann and Hymann Kirm, the 
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Prove Themselves Champs 
When You Put The Pressure On 


several Ris —~ 


‘and ans pas a ‘CORINTH No. 2 
ner in They did it all through the war all over the world; they’re Advantages 


/ Speedy and accurate double- 
should Vacting set works with steel 


; coun day in, day out; month after month. Fine lumber fast! = os a Ee 


doing it here now during the critical lumber shortage — 
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*A. D. Chadwick 
Chadwick Equipment Co. 
Constantine, Michigan 


The BELSAW Power Feed RIP SAW 
Makes Ripping Easy 


The operator doesn't have to “push the life” 
out of himself, fighting a board through the 
saw. It's power fed. Boards are sawed accu- 
rately, end to end, at a remarkable saving of 
time and effort. 


Comparison will prove that Belsaw saves you 
money! 





Representatives everywhere 


An EQUIPMENT ENGINEER will personally call on you 
. no obligation. 
for further information write to 


a 
ENGINEERING Co. 


Dision of The WALL Corporation 


St. Charles Illinois 















LETTERS 





latter being the chief counsel, we decided because of 
the position that Mr. Ingram takes relative to the 
Black Market situation to drop you a line. 


We know nothing about the merits the Southern 
Pine Advisory committee claims for price adiust- 
ment but when they say that unless conditions are 
changed the black market will increase in activity 
we know from bitter experience as do most dealers 
in the New England states that they are correct. If 
Mr. Ingram thinks anything different he is taking 
the position of the well-known ostrich who simply 
hides his head in the ground to avoid meeting the 
facts in this particular case as they are. 


Before OPA went out of existence retail yards 
were able to purchase enough lumber at OPA ceil- 
ings to give them some hope that eventually produc- 
tion would pick up to the point where most legit- 
imate mill would have sufficient lumber available at 
ceiling prices that would off-set and eventually elim- 
inate black market over-ceiling lumber. Even when 
OPA was in the picture at least 50 percent of ali the 
lumber sold was at over-ceiling prices of from fifteen 
to more dollars per thousand plus all the legal tricks 
known to man to evade the regulations. 


During the time that OPA was out of existence 
and when it appeared that lumber control might not 
go back again the reaction in the industry, at least 
in the Northeastern section, was exactly what every- 
body was reasonably sure it would be, namely that 
those dealing in black market lumber would become 
panicky and would be ready to unload at any season- 
able price. 


Had OPA stayed out of the lumber industry we 
would have lumber today at a price that would be 
much lower than the present black market prices, by 
about ten dollars a thousand higher than the present 
OPA ceilings. 


Since OPA went back into the picture conditions 
have changed for the worse so that today practically 
no dealer can purchase any lumber at any OPA ceil- 
ing. It makes no difference whether you have certi- 
fied priorities or anything else you get no lumber 
at any price lower than $73 a thousand up to well 
over $100 a thousand feet. 


Unless something is done by government agencies 
and done quickly OPA prices at retail are going to 
blow up in OPA faces because the pressure is getting 
so high that the retail distributor is faced with one 
of three decisions. Either adhere to OPA ceilings 
and go broke, or refuse to buy any lumber at other 
than OPA ceilings and suffer the criticism and anger 
of GI jobs that will be stopped or simply buy what 
he must at whatever prices he must pay for it and 
resell it to the consumer at any price that wi!! re- 
turn a legitimate profit. 


Many people think that it was the pressure cf so- 
called lobby groups that gave Congress the courage 
and support to fight OPA but we have an idea that it 
was the voice of the little retail distributor an: his 
friends writing to their Congressional representative 
giving him the facts as they actually are that forced 
a modification of OPA. It is going to be this same 
force that will eliminate OPA completely the next 
time unless they take a more practical positio: and 
face realities as they are. 


The information that we give you is not based on 
any little local area but is the result of checking the 
conditions in our own Long Island with those pre 
vailing in other parts of the New England states. !t 
is hoped that you are in a position to bring some of 


these facts to the attention of some responsib!: gov 


ernment official with enough courage to do some 
thing about it.—F. S. HEBERLIG, secretary. 
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An expansion of the time honored name AMERI- 
CAN LUMBERMAN! 


With this issue the name AMERICAN LUMBERMAN 
becomes AMERICAN LUMBERMAN & BUILDING PROD- 
ucTS MERCHANDISER. 


The reasons for this addition are three: 


1. To give descriptive clarity to what has been 
reality in practice. For many years AMERICAN 
LUMBERMAN has been devoted to the integrated 
and coordinated merchandising of all of the ma- 
terials, equipment and accessories which are used 
with lumber in making up the consumer service 
packages of the 10 billion dollar light construction 
industry.* The term “building products” covers 
both the materials that go into completed construc- 
tion projects and the units of packaged service 
themselves. 


2. To specifically wed the basic commodity lum- 
ber to merchandising and more closely coordinate 
the marketing programs of the lumber manufac- 
turer and wholesaler with other manufacturers and 
wholesalers of building products who are doing 
such a notable job of dealer support in this market 
place of the light construction industry. 


3. To provide a bi-weekly marketing forum and 
center wherein all who seek to implement the con- 
sumer pledges of the great national organizations 
of producers and distributors may find both artic- 
ulate expression and an audience that can get action 
at the point of consumer sale of building products. 


The Producers’ Council, made up of more than 20 
separate manufacturing associations of the con- 
struction industry, including the National Lumber 
Manufacturers Association, has pledged: 


“To achieve proper integration of land, environ- 
ment, design, materials, construction, financing, 
and utilities to the end that the public will re- 
ceive good design, materials of the proper quali- 


*On our editorial pages in this issue we are portray- 
ing a picture of that 10 billion dollar industry which has 
become the special province of the journalistic efforts 
and services of this magazine. We believe this is the 
first time that such a complete definition of the indus- 
try has ever been published. 
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ANNOUNCEMENT BY THE PUBLISHER 


ty, sound construction, low maintenance and op- 
erating costs, safe, convenient financing, and 
sales and service responsibility. 


“The public should be accommodated by simple, 
easy, and convenient facilities for fulfilling its 
construction requirements. At the point of sale, 
the purchaser should be afforded a wide variety 
of products and services, complete and reliable 
information, suitable terms of payment, and 
service responsibility both before and after pur- 
chase.” 


The National Retail Lumber Dealers association 
embracing 32 regional associations has gone on rec- 
ord: 


“To maintain a construction sales and service 
center with adequate inventories and displays of 
counter and warehouse merchandise concerned 
with construction. 


“To integrate the elements which make up con- 
struction service packages, such as land, ma- 
terials, equipment, design, fabrication, finance 
and utilities, so that the public will be afforded 
an opportunity to buy under a centralized sales 
and service responsibility the complete building 
package, installed or erected, ready to use, at a 
pre-determined price. 


“To coordinate the services of architects, build- 

ers, sub-contractors, mechanics, building finance 
agencies, producers and realtors, so that the 
public will receive the latest authentic informa- 
tion and guidance from these associates, who 
will also provide the expert skill to design, as- 
semble, install, fabricate and deliver packages 
of building service.” 


With this announcement of the expansion of its 
name AMERICAN LUMBERMAN & BUILDING PRODUCTS 
MERCHANDISER goes on record that it will foster, 
encourage and implement to its best ability the 
speedy-attainment of these worthy objectives of the 
National Lumber Manufacturers Association and 
the National Retail Lumber Dealers Association 
and thus help to make the processes of distribution 
in the industry more efficient and profitable. 


PUBLISHER 














Marhets 


DEFINITION: There are two major divisions to the 
overall construction industry. Light construction 
and heavy construction. 

LIGHT CONSTRUCTION is so called primarily because 
it does not require heavy construction machinery on its 
jobs. It usually embraces contracts under $30,000 
and covers all packages of construction from a small 
repair job which might run just a few dollars on up 
to contracts for $30,000 or more. In nearly all cases 
light construction jobs require both labor and materi- 
als as a part of the job. 

Light construction jobs include homes, barns, roofs, 
kitchens, plumbing repairs, weather stripping, addi- 
tional wiring, to mention just a few of the thousand 
and one packages which make up the total light con- 
struction market. 

HEAVY CONSTRUCTION, on the other hand, includes 
all construction where power shovels, hoists, cranes 
and other heavy construction machinery is used on the 
job. The classification includes commercial, industrial 
and institutional buildings, dams, bridges, canals, 
roads, etc. 

The light construction industry is essentially a mer- 
chandising industry. It is made up of projects which 
lend themselves to advertising and sales promotion 
through a retail merchant to consumers. 

The heavy construction industry is not a merchan- 
dising industry in a consumer selling sense as its 
sales derive from the initiative of investment seeking 
capital or public appropriations. 

With a 20 billion dollar annual potential for the en- 
tire construction industry, light and heavy construc- 
tion would each normally contribute one-half. 


MARKETS FOR LIGHT CONSTRUCTION 


The 10 billion dollar annual light construction in- 
dustry would divide in billions roughly as follows: 
home building—5 to 6 billions per year; structural im- 
provements 2 to 21% billions; farm building 1 to 1% 
billions and miscellaneous packages 1 to 2 billions per 
year. 

Light construction is the entry way to the local 
supply of the heavy construction market. The dealer 
who organizes local control of the distribution of build- 
ing materials and equipment to the light construction 
market has the leverage for control of the flow of sup- 
pliers to heavy construction. 
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The major market of light construction is new 
home building. Because of consumer income brackets, 
90 percent of this market must be in the $12,000 and 
under classification. There is no question but what 
there will be a need for a million new homes per year 
for the next ten years in this classification but this 
market may not be fully realized because of consumer 
income limitations. The new home market has three 
important divisions: A) Homes sold to the consumer 
and built after the sale; B) Homes built for sale after 
they are completed and C) Houses and apartments 
built for rent. 

The second major division of the light construction 
market comes under the heading Structural Improve- 
ments. This embraces all improvements to the Amer- 
ican home and includes repairs, remodeling, main- 
tenance, alterations, additions and new equipment. 

It also includes similar work in multiple residential 
structures, hotels, commercial, industrial and institu- 
tional buildings where the work done does not require 
heavy construction machinery. 

The third major market classification of light con- 
struction is the Farm Market. This includes new farm 
homes, structural improvements to farm homes and 
new farm buildings and repairs to farm buildings 
other than homes. The potential here is much greater 
than the annual figure quoted because farm homes are 
generally not efficient as compared with the urban sin- 
gle residential structures and because of the necessity 
of housing livestock, produce and machinery on the 
farm as well as human beings. 

MISCELLANEOUS MARKETS IN LIGHT CONSTRUCTION. 
Under miscellaneous markets there are 40 or more 
specialty markets that come under the above three 
major classifications but are often treated as separate 
markets by the manufacturers and producers as well 
as distributors They include such specialty items as 
roofing, siding, insulation, weather stripping. floor 
covering, screens, storm windows, paint and wal!) aper, 
plumbing repairs and improvements, heating repairs 
and improvements, electrical repairs and improve- 
ments, electrical appliances (here even thes: are 
broken down into individual markets such as refrig- 
erators, radios, washing machines, etc.), gas appli- 
ances, portable and prefabricated garages, ove’ head 
doors, farm and service buildings, glazed porches. vene- 

tian blinds, wall safes, fire prevention apparatus, laun- 
dry equipment, glass specialties, lighting fixtures. mir 
rors, garden equipment, awnings, oil burners, siokers, 
water heaters, built-in cabinets, air conditioning appa 
ratus, blowers and fans, acoustical treatments, store 


September 14, 1946, AMERICAN LUMBERMAN & 








The Markets, Merchants, Merchandisers}f { 


fronts, 
orname 
glass b 
that ar 
They : 
sumer 
one of 

Thes 
lets bu 
merch: 
more, | 
in the 
kets in 

Fut! 
marke 
tail lu, 


M 


DEFIN 
tha’ 
nes 
OF | 


wi 
fri 
eq 


pr 


uc 








Sl 


M 
into 


the | 
are | 
as } 
who 
tail 








arsbf the Light Construction Industry 


new 
ets, 
and 
vhat 
year 
this 
mer 
ree 
mer 
fter 
ents 


tion 
OVE- 
ner- 
ain- 


itial 
itu- 
uire 


con- 
arm 
and 
ings 
ater 
are 
sin- 
sity 
the 


ION. 
nore 
hree 
rate 
well 
5 as 
floor 
per, 
airs 
‘ove- 
are 
rig: 
ppli- 
head 


ene- 
aun- 
mir- 
cers, 
ppa- 
store 








fronts, recreational buildings, barn equipment, fences, 
ornamental ironwork, fire places, floor and wall tile, 
glass blocks, ete. This list includes most of the items 
that are treated by the producers as specialty markets. 
They are included in this classification because con- 
sumer salesmen often make a good living serving any 
one of these individual markets exclusively. 

These markets are served by a variety of retail out- 
lets but it may be pointed out that while the types of 
merchants who supply this market run into 20 or 
more, many retail lumber and building material dealers 
in the country cover each and every one of these mar- 
kets in a single merchandising operation. 

Futher, there is not a single consumer need in this 
market that could not be adequately served by the re- 
tail lumber and building material dealer. 


Merchants 


DEFINITION: A merchant is an individual or company 
that carries on a retail (i.e. consumer selling) busi- 
ness. Webster uses the definition “A store keeper 
or shop keeper.” 


A building products merchant is a retailer: 


Who has a consumer sales and display room 
where building materials and products are on 
display (a building product may be anything 
from a 2 x 4 or a sack of cement to a completely 
equipped home) ; 


Who earries an 
products; 


inventory of building 


Who advertises and promotes building prod- 
ucts to consumers and 








~Who sells building products direct to con- 
sumers. 








Mervhants of the building industry may be divided 
into two major classifications: 

I. Those within the orbit or sphere of influence of 
the retail lumber and building products dealer. There 
are several factors of the industry who might qualify 
a merchants or at least salesmen for the industry 
who secure their supplies customarily through the re- 
tail lumber and building products dealer and they are, 
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therefore, considered in his orbit or sphere of influ- 
ence. Among this group the dealer is customarily the 
specifying factor on branded merchandise. 

II. Those merchants who have stores of their own 
customarily competitive with the retail lumber and 
building products dealer. 


THE AREA OF CONTROL OF THE RETAIL LUMBER AND BUILDING 
PRODUCTS DEALER 


The most important merchant both quantitatively 
and qualitatively in the light construction industry is 
the retail lumber and building products dealer. There 
is a wide variation in the scope and type of operations 
of the retail lumber and building products business 
ranging from small country town yards doing a vol- 
ume as little as $15,000 per year on up to large metro- 
politan operations selling a million dollars per year 
or more. 

There is a marked tendency in the retail lumber and 
building products business for this merchant to serve 
the consumer adequately in the field of light construc- 
tion. To do so he would have ten major departments 
or divisions of his business. 

The ten departments of the complete light construc- 
tion merchant: 


1. New Homes—Ready for occupancy and built to 
order. 


2. Repairs, remodeling, alterations, additions and 
improvements for homes. 

3. Farm buildings and farm improvements. 

4. Small Commercial buildings—industrial and in- 
stitutional maintenance and improvements. (The 
storekeepers on Main Street have actually pre- 
planned a billion dollars worth of remodeling.) 

5. Yard fabricated and portable buildings of all 
kinds including sections of dwellings. 

6. Roofing, siding, insulation and specialty appli- 
cations. 

7. The provision of all types of construction ma- 
terial for contractor sales. (This department also 
includes the supply of materials to operative 
Builders and Heavy Construction.) 

8. The provision of all types of construction ma- 
terials for industrial uses. 

9. Over-the-counter and eye-appeal merchandise 
which the consumer picks up as he shops on the 
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dealer’s sales floor. There are important traffic 
builders. Included in this division are supplies 
for the hobbyist and the man who builds or re- 
pairs his own. 


10. The mechanical equipment of a home. 


Any dealer who covers these ten divisions of con- 
sumer needs has a complete coverage of his light con- 
struction markets. 

It may be pointed out that even the smallest coun- 
try yard can render this service adequately to his con- 
sumption market if he has arrangements with pro- 
ducers and suppliers and an organized crew of ap- 
plicators and builders within his orbit of operations. 
Nearly all retail lumber and building material dealers 
today cover divisions 1, 2, 3, 4, 7 and 8 in the above 
list. The variations in yard operations are concerned 
with items 5, 6, 9 and 10, but there is a strong trend 
among retailers to cover the entire field. 

Another important volume factor in the Light Con- 
struction industry is the Operative Builder. This op- 
erator builds anything from five to as many as 1,500 
houses per year and usually sells his houses after com- 
pletion, although in a brisk market he may take orders 
for houses to be built when he hasn’t a sufficient in- 
ventory of homes on hand. These operative builders 
are customarily supplied through the retail lumber 
and building products yards and are, therefore, listed 
under the sphere of influence or the dealer. (Retail 
lumber and building products dealers are often becom- 
ing operative builders by carrying a line of inventory 
homes. There is also a trend among operative builders 
to merge with dealer operations. ) 

The operative builder is listed as a sales factor be- 
cause he customarily has a sales office, a display room 
and advertises and sells his products directly to the 
consumer. It is as yet rare, however, for an operative 
builder other than the lumber dealer to attempt to 
cover more than the first of the above 10 divisions of 
the Light Construction market. 

The next volume factor might be classified as a 
part-time salesman is the bui’ding contractor who sells 
homes, farm buildings and construction improvements 
to the consumer and proceeds to build the projects he 
has sold. This is essentially a dealer controlled and 
supplied market because the contractor rarely has an 
office, a display room or any inventory of building 
materials. Neither does he advertise or promote the 
sale of building products. Most of his business is self- 
generated by the consumer. 

In this same category are included the carpenters 
and other mechanics who sell their services to consum- 
ers. 


The dealers’ relations with these factors vary from 
that of a simple supplier of materials to the complete 
package merchant who sells both the services of the 
contractor and materials, and then sublets the labor 
contract to the builder. There are at least a dozen 
variable types of dealer-builder relations between these 
two extremes. 


Another volume factor in the dealer area of influ- 
ence is the specialty applicator. This includes such 
specialty businesses as roofing, siding, insulation, floor 
covering, weather stripping, screens, combination win- 
dows, glass installation, acoustics, etc. These appli- 
cators number into thousands in the country and con- 
tribute an important volume to the Light Construction 
industry. Customarilv they are supplied through the 
retail lumber and building products dealer, but in re- 
cent years there has been some breakdown in the dis- 
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tribution channels and it is often found that these 
factors are buying direct from manufacturers anq 
their wholesalers. 

The next factor in contributing volume to the Light 
Construction industry is the Hard material retuiler— 
the mason supply yard. This type of outlet is largely 
confined to metropolitan markets. (Nearly all lumber 
dealers in towns of 50,000 population or less carry 
hard materials.) These yards are also important fac- 
tors in the heavy construction industry. Insofar as 
they serve the consumer in the Light Construction 
industry they are in the retail lumber dealers’ orbit be- 
cause homes, barns and other light construction pack- 
ages which utilize hard materials use them always jn 
combination with lumber, ete. 

This combining principle also applies to the con- 
sumer sales of such merchants as the plumbing and 
heating shop, electrical wiring and fixture shops, the 
specialty millwork shop, the wholesale glass companies 
with retail departments, the steel and structural metals 
shops, etc. All of these do some consumer selling in 
the Light Construction field but their sales are of 
necessity coordinated with the lumber and _ building 
products dealer in the completed package of consumer 
service. 

Also in the dealers’ orbit are the architect, realtor 
and the banks and building loan agencies. It is prob- 
ably stretching the point a little to call these light 
construction merchants. The architect being a pro- 
fessional man is not an advertiser and probably does 
not consider himself a sales factor, and yet he does a 
certain amount of selling for the industry. It is very 
natural that he should come into the dealrs’ orbit be- 
cause the retail lumber and building products dealer 
supplies nearly 100% of the architect “sales.” Real- 
tors, building finance agencies and utilities often de- 
velop consumer sales to be serviced by the dealer. 

There remain two factors in the dealer orbit that 
should be mentioned. First, the exclusive wood prod- 
ucts dealer. The old-time lumber dealer that handled 
lumber only is now practically non-existent. While 
there are a few yards in some of the larger metropol- 
itan markets that run almost exclusively to lumber 
sales, many of these have taken on additional specialty 
items during this period when lumber has been scarce 
and they have needed additional items to secure sales 
volume. This exclusive wood products dealer is more 
dependent than almost any of the others on the regular 
lumber and building material dealer when it comes to 
consumer sales in the Light Construction industry be- 
cause it is a rare consumer sale indeed that does not 
involve millwork or some other dealer item along with 
the lumber. 

Finally, we have the prefabricators who sell through 
lumber and building products dealers. In markets 
where the dealer has a strong control of the home buy- 
ing trade the prefabricators find it almost essential to 
hook up with a dealer in order to get volume in this 
market. The trend will probably be toward the lum- 
ber and building product dealer and operative builders 
selling the majority of the prefabricated homes that 
are sold in the future. 


MERCHANTS IN THE LIGHT CONSTRUCTION INDUSTRY WHO ARE 
COMPETITIVE WITH THE RETAIL LUMBER AND BUILDING 
PRODUCTS DEALER 
Among the important consumer selling competitors 

of the lumber dealers are: 
Mail order houses. A very considerable volumé 
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and a growing volume of building materials are dis- 
tributed through the national mail order houses and 
their many retail~branches. 


Cooperatives. In some small towns cooperatives are 
the sole retailers of the building industry, but in the 
larger towns they are often directly competitive with 
the retail lumber and building material dealer. In a 
general sense they service the consumer in a very sim- 
ilar way to the retail lumber and building material 
dealer operation. 


Next in volume are the retail specialists in roofing, 
siding, insulation, floor covering, weather stripping 
and home improvements who deal directly with the 
manufacturers of these items. Included in this group 
should also be the manufacturers who sell specialties 
such as insulation direct to the consumer. 

Paint and decorating stores and builders hard- 
ware stores. Inasmuch as nearly all retail lumber 
and building material dealers today handle paint and 
builders’ hardware, these stores may be considered di- 
rectly competitive with the lumber dealer and a part of 
the merchandising structure of the Light Construc- 
tion industry. This also applies to the department 
stores which have in some cases become factors in the 
new home market, prefabricated home market and the 
specialty markets such as insulation, painting, decorat- 
ing, etc. 

Another volume factor in the Light Construction in- 
dustry is the variety stores and chain stores. These 
include auto supply, tire and filling stations and other 
chain operations which merchandise building materials 
directly to the consumer. Many of these have organ- 
ized application crews and take completed contracts 
with the consumer for packages of Light Construction 
service, 

Miscellaneous factors in the dealer competitive area 
are prefabricators who sell through agents other than 
the dealer and other manufacturers agents who handle 
various specialties not customarily stocked by the re- 
tail lumber and building products dealer, but who rep- 
resent a considerable consumer market in the Light 
Construction industry. Such specialties include incin- 
erators, air filters, wall safes, air conditioning units, 
alarm systems, deep freeze installations, etc. 

There is one border line factor which both sells to 
and competes with the lumber and building material 
dealer. That is the wholesale hardwood yard with a 
retail department. 


The most significant fact in this entire field of dealer 
competition is the obvious truth that not a single product 
is marketed by any of these competitive factors in the 
Light Construction industry which could not be merchan- 
dised by the retail lumber and building material dealer. 


it is equally obvious that any of the above frac- 
tional merchants in the Light Construction industry 
could in time expand their operations to become full 
fledged lumber and building products retailers—in 
fact many of our present complete building products 
merchants evolved from one-department beginnings. 

The more complete the consumer service rendered by 
the Light Construction Merchant—the greater his 
Competitive advantage because his overhead costs are 
spread over the maximum sales volume. 


I 
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Merchandisers 


DEFINITIONS: Merchandising is moving merchandise 


into consumption—A building products merchan- 
diser is one who creatively develops the sale of build- 
ing products and packages to the ultimate con- 
sumer. 


The Products of the Light Construction Industry 


numbering more than thirty thousand types and vari- 


eties come from 65 manufacturing industries with tens 
of thousands of individual manufacturers. 


The Merchandisers in those production industries 
include all individual manufacturers who advertise 
their products and who distribute to consumers 
through retail outlets. 


Anyone on the chain of distribution from product 
design to ultimate consumption or use of the product 
who contributes a consumer selling influence to the 
movement of the product into consumption is a mer- 
chandiser. 

The term “merchandiser” includes industrial de- 
signers, product researchers, sales managers, adver- 
tising managers, sales training directors and salesmen 
of manufacturing companies and their wholesale con- 
nections. 

It includes the account executives and other mer- 
chandising personnel of the producers’ and retailers’ 
advertising agencies. 

It includes the merchandising men in the industry’s 
trade associations. 

And it includes all consumer-selling merchants of 
light construction industry (see definition above). 

Every merchandising factor between the manufac- 
turers’ inventories and the consumer has one common 
objective—moving the product into consumption or 
use at a profit. 


Therefore the more effective the correlation and co- 
ordination of the merchandising efforts of manufac- 
turers and their distributors the more consumption, 
the lower the costs and the greater the profits! 

The merchandising producers will sell “with” their 
merchants as well as “to” them. 

We think it timely to offer this definition of the 
markets, the merchants and the merchandisers of 
the light construction industry in connection with 
the addition to our name. 

AMERICAN LUMBERMAN & BUILDING PRODUCTS MER- 
CHANDISER—as the merchandising magazine of the 
light construction industry will direct its efforts to- 
ward improving the integration, correlation, coordina- 
tion and general effectiveness of the merchandisers 
and merchandising in this industry. 


~“ 


a 


—_ 


rs : EDITOR 


In the interests of wide-spread dissemination of 
the definition of the Light Construction Industry 
quotations from this editorial are permitted pro- 
vided that credit is given to American Lumberman 
& Building Products Merchandiser. 
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DESIGN FOR MERCHANDISING 


IN SMALL TOWN, U. S. A. 





Live, progressive merchandising keynotes the opening of 
a modern, small town building material department store. 


UST COMPLETED is the new Builder’s Depart- 

ment store at Nowata, Okla., built and owned 

by the Lawrence Lumber company Inc., Wichita, 
Kansas. 

Alive and progressive, this store offers modern, 
diversified merchandising to a town of 3,904 people. 
Designed with an eye on the small town it serves, this 
Nowata store is built for all around efficiency, utility, 
arrangement, design and general adaptablity to the 
town’s needs in a lumber and hardware store. 

The salesroom is 34 feet wide by 70 feet deep. There 
is all wood construction throughout except for green 
asphalt shingles on the roof and snow white asbestos 
siding shingles on the outside walls. 

One of the.distinguishing features of the store is 
the entrance flanked on either side by columns of glass 
block. The large, plate glass picture windows attract 





customers who can see everything that is on display 
within the store. This is proving to be a stronger 
drawing card than smaller windows which either look 
cluttered or have room for only one or two items. 

A real variety of merchandise is shown within the 
store. There are several simple display racks which 
hold just about everything a home owner would need 
for building, remodeling or maintaining his house. 
Paints are placed on wall shelves; builders’ hardware 
is displayed on counter cards. The center of the store 
features home appliances and kitchen ware from pans 
to stoves, and sinks and cabinets. The store also has 
for sale small pieces of both painted and unpainted 
furniture. 

On July 20 the company had the formal opening and 
approximately 1500 people were in the store on that 
occasion. 


Wide, plate glass windows and glass brick trimming are distinguished features of the exterior 


of the Lawrence Lumber company’s Nowata, Okla., store. 
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Shown behind the counter of the new Okla- 
homa store are A. R. Harper, loca! manager; 
Mrs. A. R. Harper; J. D. Owens, yard man; 
Woodrow Murphy, assistant manager and 
Leata Mae Murphy, bookkeeper. 


INDIVIDUAL display stands feature over- 

counter merchandise for a variety of home 

needs. In the foreground are large home 

appliances such as stoves and combination 
sinks and cabinets. 




















@ NORM ADVERTISING Ine 


The Washington "Bungle Boys" 
Are at It Again! 


. « « Now They Want to Take Over the Job 
of Housing the Nation! 


Here's part of the record of their previous accomplishment! 


In, Maryland, the GREENBELT HOUSING PROJECT 
put up a number of small, quite modest single homes. 
When the cost of this project was totaled up, it was 
found that EACH of these houses had cost $15,000 to 
build! .. . $15,000 for an average, small-sized dwelling! 
... All this under the misnomer of “low-cost” housing! 


That's the kind of record the Bureaucrats have to show! . 
Do you, as a taxpayer, think that such a record warrants further 
bureaucratic experiments in national housing? ... Would you 
like to have your home built by such a wasteful and inefficient 
outfit? .. We don’t think so, and we're pretty sure that you 
and millions of other U. S. taxpayers are.going to add your 
voices to the general protest against any continuance of such 
bungling and wasteful spending! 


C. W. Chapman Lumber Co. 


108 East Seventh Diol 5505 














“WE HAVE TOLD you in previous letters and in 
the newspapers that you are riddled with red 
tape, you are inefficient and bungling Bureaucrats, and 
that you are the principal cause of the economic and 
business chaos today in the Housing industry. 

“We are writing this letter for our records and for 
yours.” 


In such direct and pointed terms, early this year, 
J. H. Chapman, president, C. W. Chapman Lumber 
company, Waterloo, Iowa, addressed the OPA. 


He did not stop there. He added among other 
things: 

“Nowhere in these United States is there a company 
who has disliked the OPA more heartily than we. But, 
nowhere is there a company that has tried to live up 
to every regulation, both in the letter and the spirit 
of your laws, more than we.” 

If this were an isolated example of a one-shot soul 
satisfying explosion, it would not have too much to 
offer in the way of news value. Lots of people feel the 
same way that Mr. Chapman does. But very few have 
so expressed themselves and particularly to the agency 
itself. 

As a matter of fact, the critical remarks Mr. Chap- 





*Norm Advertising, Inc. 
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By SIGNA FORD* 


man addressed to the OPA are a frank and open ex- 
pression of a policy in which he firmly believes and 
which he backs up with action that is positive and 
decisive. 

Mr. Chapman is a firm believer in private enterprise. 
He feels the American business man today has a duty 
and an obligation that transcends the every day job 
of supplying the material wants of his community. 


VALUE OF ADVERTISING 


ESPECIALLY conscious of the need of developing 
and maintaining a favorable public mind, Mr. Chap- 
man has long recognized the value of advertising to 
bring his story to the people in the various communi- 
ties in which Chapman Lumber company yards are 
located. 

Consistently over many years his company has used 
advertising to help promote business. Quick to sense 
public reactions, the Chapman advertising is the kind 
that adapts itself to changing conditions. It advertises 
materials, of course, but lately, as occasion warranted 
and the need became apparent, Chapman advertising 
has been doing an outstanding job of telling friends 
and neighbors——customers all, the truth in the news 
as it concerns them. 

Mr. Chapman is not a publicity seeker, but he does 
have the courage of his convictions. He does not hesi- 
tate to make them known and back them up with all 
the force at his command. The Chapman philosophy 
is well summed up in the following excerpt from a 
letter addressed to the company’s advertising counsel. 

“Our basic principle for advertising is that it is the 
solemn duty of every business man to win VOTES to 
protect his business, his personal freedom and his 
country from Federal domination. This is not getting 
into politics. We are not out to elect or defeat any 
candidate for public office. We are not working for the 
Republicans or Democrats. We are trying to explain 
the issues to the public. Many of the finest articles 
ever written on these issues are in such magazines as 
the AMERICAN LUMBERMAN, and the finest speeches 
were made to such organizations as the Chamber of 
Commerce.” 

That Mr. Chapman hits straight and talks the 
language his customers can understand is evidenced 
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Lumber dealer takes pen in hand to keep his customers 
constantly informed about the retail lumber situation. 


by the great amount of interest and attention which 
his advertising messages secure. Some of these timely 
talks are reproduced in these pages. They tell the 
story quickly and with interest. It is easy to see that 
they do get attention. True, they are especially de- 
signed to do this but they are prepared in such a way 
that they are easy to read and talk the language the 
customer is talking and thoroughly understands. Note, 
for instance, the direct approach to women in the Bare 
Cupboard advertisement. Then too, there is welcome 
change of pace, best expressed by the well directed and 
personally written messages in which Mr. Chapman 
sits across the table from his customers—even though 
he does it by way of the paid newspaper advertise- 
ment. 

The force of the Chapman philosophy is felt in a 
variety of places. It isn’t confined to the customary 
luncheon table talk or dinner discussions with fellow 
business men, many of whom frequently drop their 
ideas as soon as they leave the table to return to 
their offices and yards. On one occasion, the Waterloo 
Chamber of Commerce may be surprised to action. At 
another time it is the Young Women’s Christian asso- 
Clation. 

The various Chapman yard managers also are pro- 
vided with suitable material to extend further this 
work of keeping their public and customers properly 
and truthfully informed. While such advertising may 
be considered unusual, nevertheless, it is obvious that 
throughout it all there is a conscious effort to empha- 
size what does concern Chapman customers. Partic- 
ularly noteworthy is the fact that Mr. Chapman direct- 
ly points the way to action, as for example this letter 
to the Waterloo Chamber of Commerce: 

“A tew weeks ago the Waterloo Courier printed a 
press release by Mr. A. J. Loveland, of the Iowa Pro- 
ductiy n and Marketing administration. He is either 
ignorant, or is a Federal propaganda agent, or both. 
His statement was to the effect that any: farmer should 
be abie to get a little lumber for necesssary repairs 
from any lumber yard. If he couldn’t, the implication 
Was that the lumber dealer was either so stupid that 
he didn’t know what he could or could not do under 
present regulations, or that he was deliberately taking 
advantage of the farmer. 

“That Associated Press dispatch printed in the 
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To Our Customers: 


There is no excuse for the business conditions which exist today. You 
are employing almost three million high-salaried Federal Bureaucrats 
whose job is to see that business and labor take good care of you. They 4 
have failed. You are in the worst mess this country has ever experienced. 
No private business would stand this condition for one minute. They 
would fire every one of these mis-fit, boondoggling, politics-playing loafers 
in the Washington b and agenci You are their employer. You 
pay their salaries and all of their other expenses. You can put them out 
of their soft jobs! 


Here are just a few examples of how they are taking care of your 
building problems: 


Ist. On Aug. 23, 1945, almost every newspaper printed this: 
“Washington, Aug. 23 (UP)—The War Production Boord 
said today that there should be enough lumber on hand to 
meet all kinds of cons i qui ts within 30 days.” 


What did you get? Ever since that time, there has been the greatest 
shortage of lumber this country has ever had. This is how these Bureau- 
crats are taking care of you! 


2nd. As an example of what happens to the small amount of lumber 
being produced today: We are today unloading a car of Pine Shiplap. 
Many of you need some of this desperately for repairs on your homes, or 
for new houses, or for repairs on barns and corn’ cribs. You cannot get 
@ foot of it. The OPA won't let you have it. The OPA has a regulation 
prohibiting the sale of a single piece of this shiplap to o home-builder or 
a farmer. It can only be sold for the manufacture of ammunition boxes or 
for other industrial purposes. 


You ask, “Why should the OPA make a rule like that?” The answer 
must be one of two things. Either they do not know the wag is over, or 
they are deliberately throwing the building business of this country into 
an impassible condition so they (the Federal Agencies) can step in and 
take over the entire home-building business of this nation. Before you 
people let anything like that happen, ask anyone who knows about Federc! 
building of homes or any other construction, what kind of a job they do. 
Most of you have some close relative who has seen with his own eyes thé 
waste, extravagance and generally shoddy jobs which have been done in 
the last ten years by these Federal Agencies. They have seen millions of 
feet of lumber deliberately burned up. Find out for yourselves what has 
been going on, before it is too late. 


We do not have enough money to tell you the whole story of the 
Burigling Bureaucrats in these advertisements. We have to pay for them. 
The OPA, and other Bureaus, get their side of the story printed for nothing 
on the front pages of most newspapers. They are news. You people are 
paying for this news in ways you do not realize. 


No one business can battle the entrenched Federal Bureaucrats and 
agencies alone, All it can do is try to tell you people—you voters— j 
a little of the story. You must figure the answer for yourself. If you are 
satisfied to have your lives and business managed, or mis-managed, by 
a horde of Federal poy-rollers, it is not necessary to do a thing. If you 
do not like the reconversion picture ‘as it is today, you have absolute 
control and can chahge it. Your lowa Representatives and Senetors were 
elected by you to run this country as you want it run. Write them and 
tell them what you think. 




















We believe that your Congressman and your Senators, with the help 
of other 9 $s in Washington, can and will return this 
grand country of ours to the fine principles of a Free, Hard-Working, 
Prosperous and Happy Democracy. 





J. H. CHAPMAN, Pres. 


C. W. Chapman Lumber Co. 


108 East 7th St. Phone 5505 





Waterloo, lowa 
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Courier has caused us endless trouble and expense. 
Farmers brought clippings into our yards as proof 
that they should be able to buy lumber. We corre- 
sponded with Mr. Loveland and with various agencies 
and bureaus in Washington. Our lumber associations 
did even more work in attempts to unravel the mess. 
On Friday, June 7, we printed a large advertisement 
in the Courier and in four other Iowa newspapers in 
an effort to show the public that Mr. Loveland was all 
wet. 

“Our contention is that some organization such as 
yours should protect its business members by vigorous 
and continued action to correct these injustices. The 
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“And the Cupboard Is Bare!" 


How much and what sort of meat have you been able to secure for your 
family? And what did you have to pay for it? 


Have you heard about the black market in meat? 


Well, meat has been “subsidized” right along. As @ housewife you con 
judge how effective a plan of “subsidization” is to get supplies to you 
from your reguler sources at fair prices. 


Let's turn now to houses. Some of the Washington boys want to “subsidize” 
building materials to the tune of SIX HUNDRED MILLION DOLLARS! 


We do not want any of this slush fund—and we do not want you tax- 
poyers to give it te some government stooge. 


The Senate said “yes”. The House said “no”. It's now in conference. This 
is the Patman-Wilson-Wyatt Bill. (H.R. 4761) 


If you want to see six hundred million dollars plus all the costs of admin- 
istering it spent on th i t—do nothi 


a 





If you believe that this “subsidy” will fail as have others, tell your Senator 
and your Representative to keep the subsidy provision out of this bill. 





And consider this. Wilson Wyatt wants the go tteg tee the 
sale of certain kinds of houses. Housing is short—all agree. Can you see 
why any constructor of houses today needs to have the government guer- 
antee him « market? 


subsidy or guarantee sale. They know both are wrong. We have told them 
that the C. W. Chep Lumber Company believes both are wrong. We | 
still believe in the good old American Way of doing business—ot our own 
risk and without any payments from you long-suffering taxpayers. il 





Your Senaters from lowa and your Congressman are fighting against any | 


These Senators and Representatives need your help. Write them thet you, 
too, are backing them up in their fight to preserve your freedom and the 
American Wey of business. They are: 


| HONORABLE GEORGE A. WILSON, Senate Office Bidg., Washington, D. C. 
HONORABLE B. B. HICKENLOOPER, Senate Office Bidg., Washington, D.C. 
HONORABLE JOHN W. GWYNNE, House Office Bidg., Washington, D. C. | 


C. W. Chapman Lumber Co. 


By J. H. CHAPMAN 
108 E. 7th St. Waterloo, lowa 
ssn EUSERUS 


Phone 5505 
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power of the press is terrific. The duty of the pr 
to print facts; not Federal government hog-wash.” 


APPEALS TO WOMEN 


OR AGAIN, when writing to the YWCA, he appeals 
to the important part being played in our n:tional 
economy by women. He stresses the importance of 
these vital issues to them. Thought provokiie and 
well-directed, he says: 


“The object of this letter is to call your attention to 
the actions and statements of your National Presj- 
dent. She is using her office to influence Congress to 
pass almost every socialistic and crack-pot +s heme 
brought up in the House or in the Senate. 

“This company is extremely anxious to have you 
women with us in this fight for personal freedom and 
private industry. You are voters and as such you hold 
the balance of power in this Democracy. We want to 
explain to you exactly what is happening and how you 
women will lose your freedom just as surely as busi- 
ness will lose its freedom unles we all join in a deter- 
mined effort to force Congress to abolish Bureaucratic 
power.” 

It takes many hours to carry on an intensive public 
relations program such as this. It means determined, 
relentless effort. It involves a sustained correspondence 
actually Mr. Chapman keeps in touch directly and 
regularly with over 150 persons. (He’d prefer not to 
enlarge this number obviously. Any inquiries or re- 
quests for further information should be directed to 
the editors of AMERICAN LUMBERMAN rather than to 
him—The Editors.) 





ACTIVE PUBLIC RELATIONS 


HERE is an outstanding example of good public 
relations in action. It is not wrapped up in a lot of 
canned phrases which fall flat. Instead it is the kind 
of public relations that the hometown folks know and 
understand. It is the kind that puts good advertising 
to good use. It makes friends out of customers. It 
counteracts vicious and misleading propaganda. It 
carries the banner for a free private enterprise system. 
It sells lumber and building materials, too. 

Because it is a thoroughly practical program, many 
dealers can find the essential features of it readily 
usable—and now. 

One of the most important pieces of legislation to 
affect the industry is the pending Wagner-F!/ender- 
Taft bill, sure to be brought up for discussion at the 
earliest possible time in Congress. 

Under the guise of promoting the interests of priv- 
ate enterprise, this bill really would put public housing 
in the saddle. And the people in every community in 
the entire country should know what it is, what it 
means and what they get—if anything—for what it 
costs. Here is a job each dealer himself c:n and 
should do in the weeks ahead. 

It’s good advertising today to tell your cus!omers 
how the things which influence your business «oncern 
them. More dealers can benefit from it. There is a big 
job ahead and the people should know all sides 80 
they too can tell their representatives in Congress 
how they feel. They will know how, if the dealer who 
does, will take the needed interest to tell them t: rough 
the columns of his local newspaper or in the other 
ways which are open to doing the same vital job. 
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EXTERIOR of the store features a broad expanse of glass across the front and 
can be seen from a distance. 





a tower-like sign which 


tore for Montana Dealers 


PECIFICALLY DESIGNED 
for Montana dealers, the mod- 

ern retail lumber yard shown on 
this page features the open front 
style with a broad expanse of glass. 
The Architectural Planning serv- 
ice of the Montana Retail Lumber- 
mens Association designed this 
store for its dealers who are plan- 
ning to build or modernize, keep- 


ing in mind what would be the most 
efficient layout for dealers in the 
state as well as what is most mod- 
ern in retail stores. 

The broad expanse of glass, 
which slopes away from the side- 
walk and in toward the store, draws 
customers in the door and gives 
them an opportunity to see every- 
thing on sale within the store. Ef- 


INTERIOR layout shows the large display room which must be crossed by customers to reach 
the counter and the office. 
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fective displays can be arranged on 
all parts of the sales floor rather 
than being crowded into a small 
window space. 

The floor plan shows the most 
modern of layouts. There is a wide 
sales floor on which numerous, tem- 
porary or permanent, displays can 
be arranged, and the long counter 
is far enough back from the door 
to necessitate customers passing 
through most of the store. The of- 
fices are at the rear, away from 
store traffic, but commanding a 
view of all customers who enter. 

A tower type sign identifies the 
store at a distance, below which 
there is a listing, in bold letters, of 
the merchandise carried by the 
store. 

Separating the yard from the 
street, the fence is an unusually 
effective display vehicle, with out- 
door displays of roofing, siding, etc., 
as it looks when applied. The ware- 
house just beyond the fence is lo- 
cated immediately adjacent to the 
railroad track and so designed that 
mechanical equipment may be used 
to handle just about every type of 
merchandise. On the other side of 
the store is a parking lot large 
enough to accommodate numerous 
customers. 

This store, with its clean, clear 
cut lines, is modern because of its 
simplicity, lack of ornateness, and 
is modern because it has been de- 
signed especially for the dealers of 
one state, taking into consideration 
how they can best serve the needs 
of their customers. 


7\ 


tebe oman Sota 


ee 
Fs 
ag 
‘ 


Two New Type Houses Appear 


on the Scene 


ITH AN APPROXIMATE cost of between 

$3000 and $5000, a new home with an all 
metal structural frame, is being announced on the 
market. 

The metal framed house will have a stuccoed ex- 
terior finish and aluminum roof covering. All metal 
parts are fabricated under the specifications of the 
American Iron and Steel Institute. The home is 
20x32 feet and comprises two bedrooms, a living 
room, kitchen, bath and utility room. It is completely 
insulated to give year around comfort. 

Standard metal casement windows and screens are 
furnished to assure maximum ventilation and natural 
light. The foundation, floors and necessary utilities 
which include heating, lighting and plumbing are 
furnished by local sources in order to provide for 
personal taste. Either an oil or gas heating unit may 
be installed; also any type of modern kitchen equip- 
ment. The bathroom has space for standard shower 
cabinet or bath tub as desired. 

Construction is with a system of base angles bolted 
to the concrete foundation. The wall construction 
consists of two angles bolted back to back, spaced two 
feet on center, topped with eave angles, and the roof 
framing has trusses spaced on eight foot centers sup- 
porting purlins and ridge angles at mid span. Rafters 
consist of two angles bolted back to back, spaced two 
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HOUSE SIZE 20°-0"« 32-0" 
FLOOR AREA 640 SQ FT. 
*CUBAGE 7100 CU. FT. + 














feet on center spanning from eave angles to puiiins 
to ridge angles. The home is braced by tie rods and 
angles. 

All parts are marked plainly to correspond t» an 
erection manual. Shipped to the job site bundled and 
packaged, the home is produced by the Steelcraft 
Manufacturing company, Cincinnati, Ohio. 

The homes, which are available right now, wil! be 
marketed through authorized Steelcraft dealers who 
will erect and complete the home. 
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LUMBERLESS, nailless steel and concrete house 
is in production in the East after many years 
of research by William M. Dowling, architect. The 
steel framing and the light, precast concrete slabs 
can be produced, it is said, in a central plant near the 
site at the rate of ten house frames a day and five 
men can erect ten house frames in an eight hour day. 
The houses can then be completed in four more days. 
The first of these steel and concrete frames with 
aluminum windows has been erected by N. K. Winston 
and company at Midvale, N. J., and the fabrication is 
now under way of steel frames, concrete slabs and 
aluminum windows for 100 additional houses to be 
erected on various Winston housing projects. 
Discussing his house Mr. Dowling said, “I have ad- 
vanced way beyond the expensive method of using 
heavy steel girders and eight inch concrete walls in 
home building. I use a light but tough steel frame 
and two inch precast slabs of concrete bolted together. 
The walls, flooring and roof of the house are concrete 
making the entire frame fireproof. The outside walls 


and roof may be covered with frame or asbestos 
sheathing or shingles. The masonry provides protec- 
tion against fire and the elements and forms a com- 


plete seal of ideal insulation for the walls and roof. 
“Operating with the slightest pressure, the fire- 
proof, double hung aluminum windows include hard- 
ware. sash balances, weather stripping. They will not 
rust and require no painting or maintenance costs. 
“Inside partitions consist of doubled up plaster 


cons‘ruction being fire retarding and sound absorb- 
Ing.’ 

M+. Dowling went on to say that the heating sys- 
tem is of a Garwood or similar oil burning, hot air 
furnsce which supplies heat in the winter and circu- 
latins cool air in the summer through metal ducts 


and registers. The next model will have radiant heat- 
ing with coils fabricated right into the concrete floor. 

In the present model wooden doors and frames are 
beiny used, but Mr. Dowling is working on a metal 


Utilizing steel and concrete, these two homes are entering the 
low-cost field, ready now to be sold to a house hungry nation. 
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door that he says will make the house 100 percent 
fireproof. The foundation is poured concrete and the 
frame is bolted to the foundation. The roof also is 
bolted to the frame. Only a few nails are now used 
to fasten the roofing and sheathing. 

“When we get into the production of a few hundred 
homes monthly,” Mr. Dowling stated, “it is my opin- 
ion that we will save up to $1500 a house on the con- 
ventional methods of home building. We will be able 
to pre-fabricate thirty frames a day. Trucking will 
be no problem due to the lightness of the welded steel 
frames and the two-inch slabs. Five men will erect 
ten frames in one day and finishing the house will be 
a simple matter. When we really get under way at 
Skyline lake, I believe we will be able to deliver a 
complete, livable house within less than ten days after 
the order is received from a plot owner. 

“At the present time costs will run from $6000 to 
$8500 per house at least $1000 lower than homes of 
equivalent area conventionally built . . . but I hope 


for a drastic reduction of my costs in the near future. 
This is not a ‘prefabricated’ house. It is assembled 
and built on the site. Any conventional design may be 
followed and any architectural effect or period design 
achieved.” 
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“RENTAL business pays off,” says Thure 
Hallgren, De Kalb, Ill., dealer. 


ENTING EQUIPMENT, al- 

ways a moot point with many 
retail dealers, has come to the fore- 
front again. Many dealers feel that 
a progressive step in merchandis- 
ing can be taken by opening a 
rental department. 

Therefore, the question: Is it, or 
is it not profitable to offer certain 
equipment for rental? There is no 
categorical answer. It depends in 
large measure on the efficiency with 
which this department is operated. 

This article will consider the 
rental of floor finishing equipment 
—equipment which has been han- 
dled by dealers for a number of 
years with a variety of results. 

From a profit angle, rental of the 
equipment itself is only incidental. 
Rental of floor sanders and edgers 
is a natural for a package sale of 
such items as paint, brushes, sand 
paper, floor wax and similar items. 

While most building materials 





are still scarce, a rental department 
might be considered as a local en- 
tree to the sale of other available 
material. 


PROMOTION 

TO SHOW a é satisfactory mar- 
gin, such a department, like any 
other calls for intelligent promo- 
tion. This will include window and 
floor displays and newspaper ad- 
vertising. 

One popular theme to emphasize 
is Do it yourself and save money. 
This advertising theme leads to re- 
sults, particularly when it is diffi- 
cult and expensive to get someone 
to do the job. 

One of the most successful meth- 
ods of advertising floor sanding 
machines in the store is with a 
wood plaque which will show the 
contrast between old and refinished 
flooring and which bears a short 
message announcing the rental 
service. 

This plaque should be about three 
feet high and four feet wide. It is 
advisable to sand the lower half 
of the plaque, leaving the top half 
unsanded. After applying wood 
paste filler to the entire plaque, 
coat the top half with dark oak 
stain to represent the old portion 
of the floor. When the stain is dry, 
give the entire plaque a coat of 
white shellac cut 50 percent with 
alcohol. This will prevent the colors 
from running when lettering is 
applied. 

Next, letter an appropriate mes- 
cage on the sign or have a profes- 
sional sign painter do it. Two or 
more coats of varnish over the let- 
tering will preserve it longer. The 
plaque should be mounted on a wall 
or easel above the floor space where 
the sanders are displayed. 





Good Business in 
Renting Floor Sanders 


Smart merchandising leading to sale of tie-in products 
offers dealer opportunity to establish profitable sideline. 
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Since sanders may be out on 
rental much of the time, many deal- 
ers find that it pays to supplement 
the plaque with a letter display on 
the floor itself when made of wood, 
or on a low wood platform when the 
floor is of tile or terrazzo. This dis- 
play spot should be large enough to 
accommodate both a drum sander 
and edger between rentals and 
should be located where it can be 
readily seen, yet where traffic over 
it will be lightest. 


NEWSPAPER ADVERTISING 


DEALERS have found that ad- 
vertising in the classified section of 
the newspaper will produce excel- 
lent results. The ad should be small 
and should be run consistently. It 
has been found that large column 
display ads create too many in- 
quiries at one time unless several 
sets of machines are available. How- 
ever, it is advisable when running 
column display ads covering floor 
materials to mention rental floor 
sanders briefly. Streamers in the 
front windows and doors are ef- 
fective. 

Window displays should be in- 
stalled so they precede the spring 
and fall housecleaning seasons. The 
floor plaque or display cards may 
be used along with floor finishes and 
other related products to make up 
a window display. 

Store clerks, especially tho-e in 
the paint department, can pri mote 
this service to a great extent by 
word-of-mouth advertising. 


RENTAL POLICY 
SOME manufacturers urge that 
a charge be made by the day rather 
than by the hour on the ground 
that when the machine is rented on 


Photos: American Floor Surfacing Machine C»mpany, 
Skilsaw, Inc. 
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Haven't you dreamed of such a home? You can have it a lot sooner if you start planning now. See your local Gold Bond dealer. 


How not to build a Haunted House... 


OT all haunted houses are old. Many a new 

house starts to haunt its owner from the day 
he moves in. Haunt him with troubles, worries, 
and ever mounting expense. This has always been 
true. And it’s even truer today with so many people 
wanting !omes that there isn’t enough good mate- 
nal to go around, 
But whether you can build today or not it’s wise 
to start panning now. Planning to build so soundly 
that the ghosts of shoddy construction and flimsy 
materials will never rise up to haunt you. For, 
thanks to scientific research, new methods and mod- 
em materials assure you greater comfort and long- 


lasting freedom from annoying repair expense. 
Take walls and ceilings for example. For over 100 
years almost no progress was made in this field. 
Then research developed lightweight fireproof 
gypsum lath. Stronger than wood lath, it bonds so 
securely to modern improved gypsum plaster that 
a team of horses can’t pull them apart. 

The same kind of research discovered how to lock 
winter heat in and summer heat out, with fireproof 
high-efficiency rockwool home insulation. Pays 
for itself in fuel savings alone! 

You can plan on stronger, tighter outside walls at 
low cost, too, thanks to fireproof Gold Bond storm- 


sealed gypsum sheathing under the outside finish. 
In normal building times more than 10,000 lumber 
and building material dealers can supply all you 
need of the 150 research-produced Gold Bond 
Building Products. Today things are different, for 
even our full production can’t keep up with 
demand. But just the same your local Gold Bond 
dealer is on the job, helping GIs to get housed, 
helping his customers in every way he can. 

See him first when you plan your own house. He 
will help you build better. Not today perhaps, 
but tomorrow sure! National Gypsum Company, 
Buffalo 2, New York. 


Over 150 tested Gold Bond Building Products for new construction or remodeling add greater permanency, beauty and fire protection. These include wallboard, 
lath, plaster, lime, sheathing, wall paint, insulation, metal and sound control products. 


GOLD BOND FIREPROO 
GYPSUM SHEATHING 


f 
\| Ih 
3 > —__b 
oy . —>= > 
FEATURES + ie NY 
us 4 
IN-WOUR 
a Big. weatherproofed 
anels of Gold Bond 
torm Sealed Gypsum 
Sheathing add structural 
strength and built-in 


fire protection. Costs less 
thao old-style sheathing. 


GOLD BOND FIREPROOF GOLD BOND FIREPROO 


GYPSUM LATH GYPSUM PLASTER 


Gold Bond Gypsum Lath 
is the perfect plaster 
base. Can't warp, expand 
or contract. Adds fire 
protection and structural 
strength for better wall 
and ceiling construction, 


Gold BondGypeum Plas- 
ter is especially process- 
ed to bond perfectly 
with gypsum lath. Builds 
firesafe, rock-like walls 
and ceilings with greater 
durability and beauty, 
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f 
Over the plaster, goes a Builds a fireproof blan- 
id Bond Fine ~ 
ish Lime. This is the 
smooth white finish that 
ou see in a new house 
fore the wallpaper or . 
paint is applied. 


GOLD BONO) SUNFLEX 
1-HOUR WALL PA'NTS 


Dries in one hour with 
no objectional painty, 
afcer-odor. Easier to ap- 
ply. This modern deco- 
ration is now evellable 
at your dealer's in a full 
f colorful somes. 


ket of insulation aroun 

the house for greater year 
‘round comfort, family 
health, and fuel savings 
up to 30%. Available for 
new or old homes. range © 
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an hourly basis, the customer tends 
to hurry his sanding job in order 
to cut his rental cost. 

Also, in his hurry, he may dam- 
age the machine and fail to do a 
good sanding job on his floors. 

One manufacturer suggests a 
rate of $4 per day for the drum- 
type sander with a minimum charge 
of something like $2 for four hours 
or less. Twenty-four hours should 
be considered a day. A charge of 
$1.50 is suggested for the edger 
with a minimum charge of $1 for 
four hours or less. A rate of $5 per 
day for combined sander and edger 
is suggested. 

However, several retail dealers 
interviewed by AMERICAN LUMBER- 
MAN & BUILDING PRODUCTS MER- 
CHANDISER rented their machines 
by the hour. Langeshulte & Hager, 
Inc., Barrington, Ill., has developed 
a schedule of rates that are reason- 
able, yet meant to show a profit in 
the long run. 

For an eight-hour day, the sand- 
er is rented for $1.50 an hour and 
the spinner, used in surfacing edges 
and borders of floors, stair treads, 
trim, closets and _ out-of-the-way 
places, at 50 cents per hour. 

On the basis of an eight-hour 
day, the sander is rented for $5 and 
the spinner for $2.50; for one-half 
day the charge is $3.50 for the 
sander and $1.50 for the spinner. 
The belt sander is rented at 25 
cents per hour or $2 per day and 
the floor waxer at the same rate. 

Lageschulte & Hager established 
a special rate for the customer who 
purchases six dollars’ worth of ma- 
terial. The charge for the com- 
bination in such a case is $5.50. 

Verne H. Lageschulte, co-pro- 
prietor, has found that the fall 
and spring are the best seasons 


oe 
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STORE window and floor displays should be 
part of an active promotion policy, especially 
in the fall and spring, the most active rent 
ing scasons. Display cards may be used with 
floo: finishes and other related products to 
make up a window display. Lettered display 
on ‘he floor itself is an attenticn-getter. 
Equipment on display in front of a hardware 
counter will merit attention from hecvy floor 
traffic. Display in front of a paint counter 
speaks for itself. 
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The Heatilator’s scientific design pro- 
vides extraordinary fireplace advantages 
because it warms the entire room by cir- 
culating heat to the farthest corners— 
and because it eliminates smoking. 





Easier to s 41 for camps 














The Heatilatc *has proved its value in 
thousands of hon js and camps all over the 
country—makes ‘jamps usable earlier in 
spring, later in fa!. and for winter vacations. 
Camp builders ar_ sold on Heatilators! 


























Mi Easier to sell for basement rooms 


The Heatilator provides warm dry heat for basements, 
eliminates unsightly pipes, adds living room charm. 








AMERICA’S LEADIN 














Write for complete dealer information to 


HEATILATOR, INC. 
193 E. Brighton Ave. Syracuse 5, N. Y. 


Cionedates Heat... will uot smoke 
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EASE with which sandpaper may be removed 
and changed should be considered by the 
retailer since the machine will be used mainly 
by individuals not familiar with floor sanders. 


for renting floor finishing equip- 
ment. At these seasons many house- 
holders reserve equipment two 
weeks or so in advance. The firm 
has for rental two sets of sanders 
and polishers, plus two extra spin- 
ners and one belt sander. 

The Barrington concern rents to 
both contractors and_ individual 
householders. Average rental per 
householder runs about six dollars; 
for a contractor $12 to $15. Floor 
displays and newspaper advertis- 
ing have been used with success. 

In order to capitalize on the 
equipment, it obviously is necessary 
to keep it in proper repair. Some 
dealers complain of difficulty in se- 
curing repair parts, a drawback 
which should be eliminated as ma- 


chine tool industries are geared to 
civilian production again. 

Because of the repair factor, the 
Hallgren Lumber company, DeKalb, 
Ill., is careful about renting its 
equipment. 

“Normally, we do our own sand- 
ing,” said Vic Fawcett, manager. 
“When we rent, we very bluntly ask 
a prospect if he’s ever operated one 
of these machines before. If he 
hasn’t, the chances are that he will 
either wreck the machine and/or 
have the floor full of ripples—be- 
sides using too much paper.” 

“Many householders,” according 
to Thure Hallgren, owner of the 
De Kalb concern, “are under the 
impression that the machines oper- 
ate like a vacuum cleaner. The ma- 
chines, if properly serviced, will 
stand up well.” 


SANDPAPER 

SANDING an average room re- 
quires about one sheet of each grit 
of abrasive paper. However, deal- 
ers usually do well by sending out 
a number of extra sheets of paper 
in case the customer has overlooked 
a hallway or one or two closets or 
if the old floor finishes require use 
of extra amounts of coarse paper. 

The retailer can save himself and 
his customer a lot of headaches by 
issuing some verbal instructions at 
the time of rental. Some suggested 
hints: 

1. Always use all three grits of 
sandpaper on the drum-type sander. 
Many people believe that a floor can 
be done satisfactorily without using 
the fine paper. This error will be 
magnified after the finishing ma- 
terial is applied. 

2. Varnish or other old finish 
should be removed by operating the 


EDGER and sander each have their own special uses. Customers should be instructed in the 
proper technique to utilize equipment to greatest advantage and prevent damage. 
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machine with the grain of the woo4 
with a light cut. However, if pape; 
gums or fills up with varnish, then 
operate the machine across _ the 
grain. The coarse grain helps to 
prevent gumming of the coarge 
sandpaper. 

3. Always use the mecium or 
cutting paper and follow it with the 
fine or finishing paper. Ope:ate the 
machine with the grain of the wood 
when using these two grits. Take 
heavy cut with medium paper and 
make certain all cross grain 
scratches are removed. Two cuts 
with medium paper are necessary 
to completely remove all cross 
scratches. 

4. Set all nails in floor and quar- 
ter round. This prevents tearing of 
Sandpaper or damage to pad on 
drum. 


DEPOSIT SUGGESTED 


SOME dealers ask $10 as a de- 
posit on equipment. This policy, 
they report, will practically elim- 
inate credit losses and invite addi- 
tional purchases. Furthermore, it 
is definite insurance against the 
customer keeping the machine away 
from the store over the time actual- 
ly necessary to complete the job. 

Home Lumber company, Dixon, 
Ill., as some other retailers do, per- 
mit the customer to keep track of 
his own rental time. Time is 
charged for actual use of the sand- 
er, not from the hour it was taken 
from the store. The Dixon com- 
pany’s rental rates are 75 cents an 
hour for the sander and 50 cents 
for the edger. 

Below is a sample ad, part of a 
display ad, run in the local news- 
paper by Home Lumber under the 
heading Do Your Floors Need Sand- 


ing ? 
“The Home Lumber and Coal 
company’s special service of rent- 


ing sander machines to people in- 
stalling new floors or refinishing old 
floors is becoming more popular 
than ever. 

“You'll find it a simple jo! to use 
our sander machines. The drum 
sander for general use and the 
spinner machine to get into the 
corners around the room. [oth of 
these machines are available at our 
office at a very reasonable rental 
fee. If it’s convenient yo may 
phone, us and make a resevation 
for their use.” 

Ads like the above shou!!! be 4 
vital part of the promotion p: licy of 
a rental department which, i! proP- 
erly conducted, will result in perma- 
nent friends and profitable sales. 
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$7,5002° or $75,0002°? 


Whether it’s a cottage or a mansion, no home can afford 
not to have the lifetime protection against wind, rain, dust 
Sy and dirt which good building paper provides. A recent 
. survey shows that lumber dealers consider Sisalkraft to be 
e the finest in reenforced building papers. 
205 WEST WACKER DRIVE 
THE SISALKRAFT co. CHICAGO 6, ILLINOIS 

Makers of Sisalkraft Products — Sisalkraft for sheathing, Copper Armored Sisalkraft 

for all concealed flashing, Sisalation for reflective insulation and moisture barrier. 

















































COWELL 


There are no cheap sprayers, no loss lead- 
ers, in the Lowell Line. You get full profit 
on each sprayer and duster you sell. 


2. Selective Distribution — 

Lowell distributors are carefully selected 
for highest reputation and business ethics. 
No one can undersell. 


3. Complete Quality Line = 
Engineered design, precision-built—there’s 
a Lowell Sprayer or Duster for every need, 
Fast turnover. Low inventory. 


Write for full details today! 


[LOWELL 
DEPT. 63, 589 EAST ILLINOIS STREET 
CHICAGO 11, ILLINOIS 
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Outside sash and door jobs call for 
Bondwood, the improved casein glue 
that resists water and mold. Mixes 
quicker, smoother, because there is no waiting 
period. It’s easier to spread . . . cold on cold 
wood... stays fluid longer and saves money 
because it mixes “es one aneaon to two pounds 


of water. 


Test Bondwood 
in your own mill 


Put Bondwood improved casein 
glue on the job in your mill. 
It will pass all strength tests 
and prove to you on the spot 
that Bondwood is a_ better 
casein glue, turning out better 
work. 


THE FRANKLIN GLUE COMPANY 


COLUMBUS 15, OHIO 


USE THIS COUPON 


to obtain a free test sample of Bondwood 
Powdered Casein Glue. 


' FRANKLIN GLUE CO. 
' Columbus 15, Ohio 


Please send test sample of Bondwood to 


NAME 





FIRM. 





ADDRESS 





Lowe eacmacsd 
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OPA Paralyzes 


Canadian Lumber Imports 


Situation analyzed whereby one billion feet of Canadian lumber and shingles 
for 150,000 homes annually is now being diverted from U. S. to other markets. 


NOTHER grave threat to the 

housing program has arisen 
through failure of OPA to adjust 
ceilings to permit the continued 
flow of Canadian lumber and red 
cedar shingles to the States. 

Consequently approximately one 
billion feet of lumber and 5,000 car- 
loads of wooden shingles per year 
will be diverted to South Africa, 
Great Britain and other countries 
unless this government acts prompt- 
ly. 

Retail associations have been ac- 
tive in bringing this condition to 
the attention of President Truman, 
Housing Expediter Wyatt and other 


authorities, but Canadian — ship- 
ments to the States remain 
paralyzed. 


FACTORS CAUSING PARALYSIS 


FACTORS which brought about 
this paralysis were: parity of the 
Canadian dollar with the U. S. 
dollar; reinstatement of OPA con- 
trols; wage increases by Canadian 
lumber mills. 

Red cedar shingle manufacturers 
of British Columbia have found 
themselves confronted by three dis- 
turbing factors altering their dis- 
tribution picture within the past 
two months. 

Factor 1. Parity of exchange. In 
the past the American retail dealers 
have purchased their shingles from 
British Columbia mills on the money 
basis of the American dollar. For 
years there has been an exchange 
basis of 10 percent. This has meant 
that the Canadian mills on the basis 
of $5 per square for No. 1-16 inch 
red cedar shingles has actually been 
Paid $5.50 on the basis of the Ca- 
Nadian dollar. When parity became 
effective, this meant a loss of 50 
cents per square. 

Factor 2. For approximately six 
Weeks every shingle mill in Canada 
Was closed down by a strike. Need- 


less to say, such a close down cost 
the industry hundreds of dollars. 
When this strike was adjusted un- 
der Canadian government supervis- 
ion, labor was given a 15 cents per 
hour increase. This represents a 
loss of 25 cents per square. 

Factor 3. Since the first of June 
the price of shingle logs has in- 
creased between $6 and $7 per thou- 
sand feet. This represents a loss to 
the shingle producers of approx- 
imately 75 cents per square. 

Summing up these three factors, 
it is seen that the British Columbia 
shingle manufacturer under OPA 
must continue to sell his shingles 
on the basis of $5 per square 
whereas his cost of production has 
increased within the past six weeks 
by about $1.50 per square. 


MANUFACTURERS HIT TOO 

PRESENT OPA prices make it 
impossible for any shingle manu- 
facturer to continue in business. 
More seriously affected, however, 
are the Canadian manufacturers 
because they have had the three 
factors mentioned above thrown 
into their lap without warning. 

This means that Canadian shin- 
gles may shortly be off the market. 
Consequently, this tremendous vol- 
ume which represents sidewalls for 
nearly 150,000 houses per year will 
be sent to foreign countries, thus 
diverting 5,000 cars of shingles 
from the retail lumber dealers of 
the United States. 

Lack of this tremendous market 
will not only mean the loss of thou- 
sands of projected homes but the 
loss of millions of dollars to the 
American retail lumber dealer. 

The Canadian manufacturer is 
not likely to suffer financially from 
this diversion, since the demand for 
building materials is far greater 
than supply in all sections of the 
world. However, the British Co- 
lumbia manufacturers are said to 
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be alarmed by the loss of good will 
and the disruption of friendly rela- 
tions with American retail yards 
which will result unless there is an 
immediate price adjustment on this 
side of the line. 

It is the consensus of retail deal- 
ers that an increase in price on 
shingles would not affect the cost 
of the small finished home materi- 
ally. A dwelling selling today for 
about $6,000 to $8,000 would only 
require something like 12 squares 
of shingles for sidewalls. At an in- 
crease of one dollar per square yard 
this would add only $12 to the cost 
of the home. If any other wood ma- 
terial were used, the cost would be 
nearly double that of red cedar 
shingles. 

The average small home seldom 
uses more than 15 squares of shin- 
gles on the roof. An increase of less 
than $30 on a home costing from 
$6,000 to $8,000 would not affect 
the demand for homes adversely. 


ASSOCIATIONS ACTIVE 

RETAIL associations throughout 
the country are urging their mem- 
bership to write or wire the Na- 
tional Housing administration, urg- 
ing that OPA increase prices im- 
mediately on Canadian lumber im- 
ported into this country because of 
the critical shortage of freight 
cars. 

Members of the Northeastern Re- 
tail Lumbermen’s association have 
been especially active in trying to 
secure a price adjustment. This 
area is particularly hard hit. 

Below is a copy of the letter for- 
warded under the name of the as- 
sociation to President Truman, 
OPA Administrator Porter and 
Senators James Mead and Robert 
Wagner. 

“You are doubtless aware of the 
fact that approximately one billion 
feet of lumber and 5,000 carloads of 
wooden shingles per year are now 
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being barred from use for veterans’ 
housing by a combination of cir- 
cumstances which in our opinion 
demands prompt action by top of- 
ficials of the government. This sit- 
uation results from such factors 
as the following: 

1. The change in the value of the 
Canadian dollar to approximately 
the value of the American dollar. 

2. The insistence of Canadian 
manufacturers and wholesalers who 
previously have been shipping Ca- 
nadian softwood lumber to Amer- 
ican retailers that they be paid on 
‘he previous exchange basis. 

3. The recently re-imposed rules 
of OPA which prevent the retail 
dealer in the United States from 
paying more for his Canadian lum- 
ber than the maximum ceilings 
previously in effect, and now re- 
instated, permit. 

4. The fact that Canadian lum- 
ber manufacturers can sell the 
quota of lumber they have for ex- 
port at higher prices to buyers in 
other foreign countries than they 
can to buyers in the United States. 
Under present conditions, South 
Africa and Great Britain and other 
countries will receive Canadian 
lumber and the GIs in the United 
States will go without. 

“We do not presume to tell you 
what the solution of this problem 
may be. However, we do know that 
it is urgent and that it calls for 
prompt and effective action by the 
top agencies of government. OPA 
has advised that only ceiling prices 
can be paid either to Canadian 
manufacturers or to wholesalers 
bringing in lumber from Canada. 
As a result, shipments from Cana- 
da are being stopped short. 

“This office has been flooded with 
telegrams and telephone calls from 
dealers in all sections of the North- 
eastern states who have lumber on 
order or in the process of shipment 
from Canadian producers. 

“We are writing you on behalf of 
over 1100 firms and their customers 
who are doing their best to make 
houses possible for veterans. They 
tell us that unless they can pay for 
this lumber with compensation to 
the Canadian seller for the differ- 
ence between the value of Canadian 
currency as it was before the recent 
change and what it is at present, 
the lumber will not be shipped and 
that no more will be forthcoming. 

“We need not tell you that unless 
some way is found to make it pos- 
sible for Canadian lumber to con- 
tinue to flow to the United States 
that housing will suffer another 
severe setback.” 
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Reducing Labor Man Hours 





INDUSTRIALIZED trucks such as this one speed up the moving of lumber and other materials 
from car to bin, while others stack the lumber. 


REDUCTION of more than 90 

manhours of labor was shown 
by a Chicago manufacturer when 
his battery-powered industrial 
trucks were used in conjunction 
with a new method of handling 
short lengths of dressed hardwood 
lumber—from receiving, through 
storage and into production. 

Prior to the adoption of the mo- 
bile mechanized material] handling, 
the lumber was received in carload 
lots which were solidly piled. These 
presented the usual difficulties for 
entering. The boards were hand 
removed, a few at a time, and 
placed on gravity roller conveyors. 
These brought the lumber to a 
basement storage area where the 
boards were taken from the con- 
veyor and hand-piled to almost 
ceiling height. More than a day’s 
labor for six men was required per 
carload. 

Securing the cooperation of the 
lumber mill, this manufacturer ar- 
ranged to have the random widths 
of 1 1/16 inch dressed hardwood 
planks 34% inches long piled ap- 
proximately 400 pieces to a stack. 
A typical carload would then con- 
sist of 11 stacks or roughly 24,000 
board feet. 





No pallets were needed to allow 
a storage battery-operated fork 
truck to pick up a stack; three sup- 
porting boards were placed under 
each end. The fork truck now en- 
ters the freight car and removes 
the stacks, placing each one on a 
trailer. An electric tractor then 
hauls the train for about 590 feet 
to a storage area. Enroute it ne- 
gotiates two 10 percent downgrades 
and one 10 percent upgrade. 

At the storage point the fork 
truck removes the stacks from the 
trailers and places them in storage 
awaiting call from _ production. 
Eight hours of one man’s ‘ime is 
required for this operation. 

An equivalent savings in time 
is achieved when the lumber is 
moved from storage to proc..ction, 
since one man and a batte:y-pow- 
ered fork truck again lozx:is the 


trailers for the tractor to haul to 
the production area. 
On the basis of a day rate of 80 


cents per hour, a net saving o 
$73.60 has been realized f:r han- 
dling each carload of lumer, ™ 
addition to the improved storage 
and unloading operations which 
have resulted. 
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NEW METHODS of lumber handling PAY DIVIDENDS 


Remove those lumber jams. From car-to-storage-to-user the Rapid-Wheel Conveyor line keeps lumber moving. 
Lumber on the move results in quicker turnover, faster deliveries and more satisfied customers. In the manufac- 
ture, storage and distribution of building materials, Rapid-Wheel Conveyor lines increase production and reduce 
handing costs. Time expended and labor costs in material handling add nothing to the quality of your product. 


RAPID-WHEEL GRAVITY CONVEYORS 


Rapid-Wheel Gravity Conveyor is the easy 
way ... it can be set up anywhere to convey 
lumber and building materials easily, effi- 
ciently and economically. Available in eight 
standard models, depending on width and 
number of wheels per foot. 


STEVEDORE, JR. POWER BELT CONVEYORS 


aa | Stevedore, Jr. (portable power belt conveyor) 
Bundles of roofing rolling on Rapid'Wheel saves valuable man-handling time in loading, | Ra tr anti 
One mon in the truck keeps two men unloading, stacking and elevating operations. png Ths ae ee ‘al oman 
busy at the other end of the line. It will lift a 225-pound distributed load at the ‘ storage space easily accessible. 
rate of 50’ per minute. Easily rolled to the job, 
Rapid- Wheel Gravity Conveyor being Stevedore, Jr. can be readily adjusted to meet 
ised mage we ‘Umber from freight car varied operating conditions from 18” level to 
ee. Wa — a delivery height of 72". Unit plugs in on any 
standard lighting circuit. 






AMS 























ns cf 

















Loading Masonite by Stevedore, Jr. power 
belt conveyor and Rapid-Wheel Conveyor 
from storage to waiting truck. 








For additional information on faster lumber 
handling write today for free Bulletins and 
Catalogs. 




























THE RAPIDS-STANDARD CO., INC. 


DEPARTMENT SD 
materials PEOPLES NAT'L BANK BLDG., GRAND RAPIDS 2, MICH. 
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ata large and growing demand for this mate- 
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* then Write or wire us what you have to offer 
10 feet wit 
it ne- h 
rrades P one Si 15 
fork We specialize particularly in special worked furniture and industrial Bg — pet pron + ysagl 
m the § Cut stock, cut-to-length cleats and crating and in plywood. many customers who have oP cae 
t 
torage Al : . ; : pee ge pn service. e wan 
Ow y one to know that 
‘ction. Wn Se WE handle a large amount of commission business in regular gg a Rag Rig hn 
.. | items in Southern Pine, Western Pine, Spruce and Douglas Fir, including appreciated. We have been doing 
me 18 Doual Fir Pl d our utmost to meet the needs of all 
J ir ywoodad. customers insofar as possible—and 
= see 7 * so. ae oe 
i ea: . ° t i 
time We need additional connections with Pecan Floor- ical Gk is saul Mek aes Gee 
yer 18 j j ; solicit a little breathing spell—and 
we ing producers. Can use several cars immediately. ask your forbearance. LS the = 
’ ; : ; ; eing we are unable to a any 
‘-pow- Mills ‘hat are looking ahead and are interested in effective, permanent rl ginny arg | pT 
s the § ‘ePrese: tation in our territory should contact us at once. when we shall hope to serve you. 
aul to 





of 80 4 
ng of a 
- han- q 
or, in q aa . 


= *#P. O. BOX 2896 WINSTON-SALEM 1, N. C. 


which 








By ‘ 
ANG § SUILDING: Propucts MERCHANDISER, September 14, 1946 83 














Association secretaries encouraged to 
establish retail lumber training courses. 








Plan Expansion of Employee Education 





AUTHOR of the guide for establishing 30-day 

retail lumber training courses, Martin N. 

Chamberlain is educational director of 
NRLDA. 


B ACKED by a short but solidly 

successful period of operation 
at the University of Washington 
and the University of Denver, as- 
sociation secretaries are planning 
to promote 30-day retail lumber 
training courses for veterans and 
building material yard personnel at 
educational institutions in their re- 
spective localities. 

Hearty indorsement was given 
the course at a meeting of national 
secretaries in Chicago the week of 
Aug. 12, after the plan was fully 
outlined by W. C. Bell, secretary- 
manager of the Western Retail 
Lumbermens association, and Mar- 
tin Chamberlain, new director of 
education for the National Retail 
Lumber Dealers association. 

Bell helped establish the course 
at the University of Washington 
and Chamberlain has written a 
guide that will help secretaries es- 
tablish similar courses in coopera- 
tion with educational institutions 
in their area. 

This article will outline the cur- 
riculum and how the course func- 
tions. 

“Students at the University of 
Washington,” says Chamberlain, 
“say that the 30-day course is equal 
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to two years actual experience 
working in a lumber yard.” 

The purpose of the course is two 
fold: first, to fill the need of the 
veteran planning to enter the 
building and building material field 
and secondly to provide old em- 
ployees a refresher course in the 
lost art of adequately serving the 
people of the community. 

Realizing the great’ need for 
training, the NRLDA and the Pro- 
ducers council are backing the pro- 
gram originated by Bell and have 
invited the cooperation of all of 
the industry’s manufacturers and 
trade associations. The program is 
being administered by the NRLDA, 
Washington, D. C., under the guid- 
ance of H. R. Northup. 

Institutions at which the course 
is expected to be offered this fall 
include University of Washington, 
Purdue, Illinois, Ohio State, Mich- 
igan State, Louisiana State, Vir- 
ginia Polytechnic institute, Florida 
university, Texas A & M, Syracuse 
university and Massachusetts 
State. 

WHO ATTENDS 

THE only requirement for ad- 
mittance to the course is a genuine 
interest in and intention to associ- 
ate with the producing or market- 
ing of lumber and other building 
materials. The course is open to 
all employees or prospective em- 
ployees of any firm in these or re- 
lated fields. 

Veterans are particularly en- 
couraged to attend, but service in 
the armed forces is not a _ pre- 
requisite. The student is free to 
make application to any association 
which is handling the registration 
for a university. Both male and 
female students are encouraged to 
attend. 

The educational level of the stu- 
dent should be sufficient to absorb 


six hours of instruction a day. The ° 


most important single feature is the 
ability to take copious notes. 


ENROLLMENT 
THE cooperating associations 
should arrive at some agreement 
over the method of splitting into 
quotas the total enrollment for each 


class. A total enrollment of 30 to 
35 students is recommended. 
Enrollment is most successfully 
handled by use of an application 
form which can combine the date 
needed for registration and _ the 
data which might be needed if the 
student is seeking employment af- 
ter graduation. The normal proce- 
dure is for the student to write or 
call at the association office and re- 
ceive an application form which is 
filled out and returned to the office. 
When the details of registration, 
housing, meals and class hours are 
known, a letter reporting these de- 
tails and instructions for reporting 


to the campus is mailed to all stu- 
dents whose applications are on 
file. 


REGISTRATION AND TUITION 

THE actual registration is han- 
dled by the university or college 
and is scheduled if possible in the 
opening hours of the first day of 
the course. Students should be pre- 
pared to pay the tuition fee or to 
present their certificate of eligibil- 
ity from the Veterans administra- 
tion which the university will ac- 
cept in lieu of payment. 

Tuition fee for the course will 
be established by the university or 
college. The University of Wash- 
ington charged $30 and the Uni- 
versity of Denver $50. The tuition 
should be sufficient to pay the uni- 
versity faculty for their participa- 
tion. Another consideration at ar- 
riving at the tuition fee should be 
the amount which will be approved 
by the Veterans administration. 

Other than tuition, students 
should estimate their living ex 
penses and cost of textbook-. Text- 
books will probably cost about $15. 

One of the functions of the as 
sociation is to undertake the hous 
ing responsibility, using resources 
provided by the university and aug- 
menting them if need be by spare 
quarters elsewhere. 


STUDENT COORDINATOR 
AN IMPORTANT administra 
tive member of each class is the 
student coordinator, a student s¢ 
lected at the beginning of the 
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CLARKE 
“V" EDGER 





greater production and has 
longer life and lower upkeep. 

We will be happy to give 
you complete information on 
the Clarke Equipment and 
the Clarke Plan. Write today. 





CLARKE 
MV-8 HEAVY DUTY 
SANDER 




















FREE BOOK — 
First step to a 
profitable Rental 
Department send 
for FREE copy! 


































































Thousands of dealers son proved it! The Clarke Rental 
Plan increases profits in every department of your store — 
and with very little added expense. Clarke helps you get 
the business by furnishing valuable sales helps—and Clarke 
floor finishing equipment is ruggedly built to withstand 


the rigors of rental merchandising; easy to handle, gives 
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SANDING MACHINE CO. 
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ORDERS 


saaelii cli Moh 4-18 


dal 
building 


RE YOU prepared to fill whatever need a customer may have for 
maximum building protection against the effects of wear and 


weather? 


The Sonneborn line of “Building Savers’’ gives you—from a single 
source of supply—a wide variety of products for building construction 


and maintenance (see chart)—each one a profit-maker in itself and a 
strong recommendation for sales of the others—for every type of 


building 


Sonneborn “Building Savers’ are regularly specified by architects 
and used extensively by builders in every type of construction, and 
are recognized for outstanding performance in building maintenance. 


Cash in on this ready-made market for profitable sales in your terri- 
tory. For details of the Sonneborn “Building Savers’ franchise, write 
Dept. L9. 





BUSINESS-FINDER CHART 








The Product Is 


You Sell It For 











LAPIDOLITH 





Hardening, wearproofing and dustproofing 
new or old concrete and terrazzo floors, other 
concrete surfaces. 








LIGNOPHOL 





Preserving and finishing wood floors, trim, 
doors, paneling—in one application. 








CEMCOAT Filler 
and Dustproofer 





Protecting and decorating cement and wood 
floors, porches,decks.Colors and transparent. 





TRIMIX 





Improving quality and workability of con- 
crete and mortar mixes. 








STORMTIGHT 
(Liquid and Plastic) 


Protecting and preserving, patching and re- 


Pairing roofs of all types, new or old. 








(“Sure ‘Rust Prevention") 


Protecting iron, steel and other metal surfaces, 
inside and out, against rust and corrosion. 





SONOLASTIC 
Aluminum Paint 
(Ready-Mixed) 





Protecting and brightening interior and ex- 
terior surfaces—metal, wood, masonry, wall- 
board, etc. 





SONNEBORN'S 
Caulking Compound 





Caulking, pointing up, sealing, glazing, etc. 


Knife and gun grades. 





SONOMEND 


Patching and resurfacing concrete or wood 


floors. 





FLOORLIFE CLEANER 


Cleaning and waxing wood floors and lino- 


leum in one application. 








HYDROCIDE 
Colorless 





Protecting exterior masonry walls against dis- 
integration due to excessive water absorption. 












BUILDING PRODUCTS DIVISION 





L. SONNEBORN SONS, INC. 


88 Lexington Avenue, New York 16, N. Y. 
In the Southwest: Sonneborn Bros., Dallas 1, Texas 
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‘GENUINE McDONOUGH TOOL STEEL 
CARRIAGE DOGS © 


Give Better Service and will 


LAST LONGER than any other 


Installed on your carriage GENUINE McDon- 
ough Dogs will enable you to manufacture more 
accurate lumber because they hold the log or | TIE 
cant firmly to the final cut. They can be easily | for wil 
installed in any make of carriage knee and have _ | | ! /*! 
° ° Veterans 
satisfied many of the largest mills for more than | §,, carer, 
fifty years. 





2. Liai 


| ters. 
We are the originators of the McDonough 





niversit 
type carriage dog. All dogs made by us are ; 
marked “Genuine McDonough” for your pro: 
tection. 


McDonough Manufacturing Co. 


INCORPORATED 1888 
Eau Claire, Wis. 
v 
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course as the class representative 
and the representative of the as- 
ciation in the classroom. Most 
necessary qualities for this student 
will be agreeable personality, easy 
leadership and ability to talk to 
the assembled class. 

Since he is such an important 
factor in the smooth functioning 
and overall success of the course, 
asum of $25 is suggested as a log- 
ical expenditure by the association 
for this month’s extra work. 


HIS DUTIES 


DUTIES of the student coordina- 
tor will include: 

1. Liaison between students and 
Veterans administration. He should 
be carefully briefed on these mat- 
ter's. 

2. Liaison between students and 
university on matters such as hous- 
ing, textbooks and_ registration. 
This involves making announce- 
ments of university functions and 
regulations of general interest to 
students. 

3. Liaison between students and 
association on matters of housing, 
travel accommodations, procure- 
ment and issuance of handout ma- 
terial, etc. 

4, Host to all visiting lecturers, 
whom he introduces before the 
class. 


5. Class leader on field trips. 


CLASS SCHEDULE 


SUGGESTIONS for courses of- 
fered and number of hours allotted 
to each are as follows: 

Product subjects — commercial 
lumber properties, 12; gypsum 
products, 1; plywood, 2; insulation, 
5; brick and tile, 2; cement, 1; 


paint, 6; glass products, 1; steel 
products, 2; wood shingles, 2; wood 
decay and preservation, 2; hard- 
ware, 5; roofing and siding, 2; mill- 
work 12; wallboards, 2. 


Business subjects — advertising, 
3; business law, 9; insurance, 1; 
bookkeeing, 3; credit and collec- 
tions, 2; marketing channels, 1; 


salesmanship, 4; business letters, 
2; purchasing, 4; pricing, 4; per- 
sonnel and labor relations, 1. 

Gener] subjects—transportation 
of materials, 1; trade associations 
and publications, 1; new ideas and 
trends, 1; store and yard manage- 
ment, 2: FHA regulations, 1. 
_ Const: uction and estimating sub- 
Jects—biueprint reading, 3; con- 
struction, 3; estimating, preparing 
& bill of material, 9. 

Also, field trips, 18; examina- 





| 





ONE of the first to put training ideas into 


_action was W. C. Bell, secretary-manager of 


the Western Retail Lumbermens association. 
NRLDA sponsors his program. 


tions, 7; registration, 2; introduc- 
tion and orientation, 3. 


CLASSROOM PROCEDURE 


IF POSSIBLE, only one room 
should be assigned the class and all 
course subjects should be given 
there. Desks are preferable to the 
large-armed chair, 

Classes have been held from 9 
a. m. to 12 noon and from 1 p. m. 
to 4 p.m. Each class ran for 50 
minutes with a 10 minute break at 
the end. Most institutions have 
started the classes at 10 minutes 
after the hour, ending on the next 
hour. Where convenient or neces- 
sary classes have been held for 
either longer or shorter periods. 
However, a period of two hours has 
been considered the maximum with- 
out some relaxation. 

It is a good practice to take up 
a new subject each hour, adding 
variety and interest to the lecture- 
filled day, but subjects of more than 
one hour duration can be covered 
on successive days. If a lecturer 
comes from some distant point and 
must limit his stay, it may be nec- 
essary to give several consecutive 
hours to one subject. Experience 
has shown this method to be the 
least desirable from the student’s 
point of view. 

The more informal the lecturer’s 
presentation the better, provided 
the lecturer maintains the respect 
of the students. Questions should 
be encouraged. Appropriate films 
should be used wherever possible, 
also the blackboard. 

Outlines of the material covered 
by the lecturer should be withheld 
until after the lecture in order that 
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students may be encouraged to take 
individual notes. A specific reading 
assignment should be made for 
each lecture. 


FIELD TRIPS 


VISITS to manufacturing plants 
in the vicinity of the university are 
a valuable means of supplementing 
the classroom instructions. These 
trips are generally handled by the 
association, which provides the 
transportation and arranges with 
the plants for the visits. 

These trips should include manu- 
facturing plants of products cov- 
ered in the course, construction 
sites and representative lumber and 
building material yards. 

At least one field trip a week 
should be included in the schedule 
with a discussion period following 
as soon as possible. 


INSTRUCTORS 


INSTRUCTION is divided into 
that which the university fac- 
ulty can and will handle and that 
which is done by speakers brought 
to the camps by the association. 

In the selection of a lecturer for 
a given subject the educational com- 
mittee of the association should 
bear in mind that the lecture should 
be given without any specific rela- 
tion to any one manufacturer’s 
product. In some cases, where text 
material provided by one manufac- 
turer is used or where display sam- 
ples must obviously represent one 
of a group of competitive firms, this 
cannot be avoided. 

Selection of the lecturer should 
be made on the basis of his ability 
to present a stimulating lecture, his 
background in the particular field 
and his willingness and ability to 
participate in the continuing 
course. 

All instructors should be given 
the opportunity to thoroughly ac- 
quaint themselves with any text- 
books, suggested films and display 
material pertaining to their partic- 
ular subjects which has been made 
available to the class. 


CLASS SCHEDULE 


IN SOME eases it is not possible 
to completely arrange the class 
schedule before the class com- 
mences. When possible, a posting 
of the entire schedule is desirable. 

The schedule must be built 
around the university faculty since 
professors have certain established 
lecture hours which cannot be 
changed. The university should 
make up the schedule, fitting in the 
industry instructors who have been 
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secured by the Association Educa- 
tional committee. 

Order of scheduling the subjects 
makes little difference with the fol- 
lowing exceptions: the subjects of 
blue print reading should precede 
millwork and light frame construc- 
tion. Estimating should be given 
during the last week, as it culmin- 
ates the information given in all 
the other subjects. 


USE OF FILMS 


WHEREVER the content is pert- 
inent to the scheduled lecture, the 
use of films is recommended. In 
many cases films may be substituted 
for a field trip. Excellent films are 
available on manufacturing proc- 
esses. 


Permanent displays of several 
kinds will be made available to each 
university through the Association 
Educational committee. These will 
consist of boards showing lumber 
grades and sizes, millwork models, 
product displays of many kinds; a 
model house, the blueprint for 
which will be used in the plue print 
reading and estimating classes. 


Copies of many trade publica- 
tions should be made available for 
students’ perusal. In addition, each 
industry lecturer should be encour- 
aged to bring samples or convenient 
display models of his material for 
use with the lecture. 


NOTEBOOKS AND TEXTBOOKS 


STUDENTS should be advised to 
procure a loose leaf notebook at the 
opening session as the course moves 
much too rapidly to retain the ma- 
terial mentally. 


Each subject covered in the 
course will be supplemented by 
some kind of textbook for reference 
and outside reading. Many of these 
booklets are provided by the indus- 
try and may be secured at nominal 
cost. Others are college texts. 


Two examinations have been pre- 
pared for the course. The first, 
mainly of the true-and-false type is 
given the first day and is corrected 
at once so that instructors can be 
given information as to what 
phases of material should be given 
the most emphasis. 


The final examination covers the 
whole course, requiring three to five 
hours. It should be _ corrected, 
graded and returned to the student 
together with the entrance exam- 
ination. 
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Help Farmers Fight Fire 


ARM FIRES, dread menace of 

America’s rural dwellers, are 
often caused by defective flues and 
chimneys. 

According to the National Fire 
Protection association, 40 percent 
of all farm fires occur in dwellings, 
and almost 111 of them are caused 
by bad flues and chimneys. This 


CUTAWAY drawing shows clay flue lining 

under a brick chimney exterior. The lining 

seals fire into the flue and protects brickwork 

from destructive fumes, condensation and 
heat. 


cause alone accounts for an annual 
loss of $14,500,000 to the American 
farmer. 

Unlined chimneys are fire haz- 
ards for several reasons. Smoke- 
formed sulphuric acid, weather and 
heat attack the mortar between the 
bricks. In time, small openings or 
cracks form, or bricks work loose 
and fire and inflammable gases es- 
cape into the dry framework of the 





house. This type of fire is the most 
disastrous known, because it gets a 
good start in hidden places before 
it is discovered. 


CHECK ROUGH INTERIORS 

IN ADDITION, the rough interi- 
or of an unlined flue collects soot 
which burns fiercely, once it is ig. 
nited. Sparks escape from the 
chimney and fall on the roof, set- 
ting it on fire. On the farm, where 
fire-fighting facilities are limited, 





such unlined or defective chimneys§ - 


constitute a fire hazard too danger-§f 


ous to be ignored. 

By working with farmers to as- 
sure the use of flue lining in new 
home construction, and urging reg- 
ular inspection and repair of old 
chimneys, rural lumber and build- 


ing material dealers can cut down} | 


loss caused by faulty flues, earn the 
appreciation of farm customers, 
and gain a broad merchandising 
field. 

Safety engineers recommend the 
use of a clay flue lining. It prevents 


the escape of fire and heat from the) 
flue by forming a continuous fire J 77 
proof shell within the chimney. The} @ } 
smooth interior surface and clay) i 


flue lining allows no place for the 
accumulation of soot and provides 
a more efficient draft. 

The joints between each section 
of flue lining should be sealed with 
mortar. It is also advisable to fil 
the void between the flue lining and 
the surrounding brick with cement 
mortar. 

Farmers should be advised t0 
have the chimney flues and heating 
system inspected regularly, clean 
flues regularly, and have necessary 
repairs made immediately. In re 
ality most farm fires are the result 
of carelessness and neglect. By 
helping the farmer to e!'minate 
these two factors, the dealer will 
also help to eliminate mos! of the 
fires. 

National Fire Preventiv: week 
will be observed from Octoler 6 t0 
12. During this time dealers cal 
stress in window and interior dis- 
plays the necessity of having needed 
repairs taken care of immediately 
in order to prevent fires in homes 
and farm buildings. 
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Buinprx: 


‘Sash To 
Means 
Business! 




















' 
¢ 
j = 
€ This Superkleen Angular Sash Tool is 
built (not just cut) at the proper angle 
to take the fretfulness out of sash work— 
and do a cleaner, neater job besides. 
- Just check this line-up of features: 
a the best obtainable hog bristles an- 


chored for keeps by the exclusive Devoe 
“Sta-Set’”’ process—every one ‘‘flag end”’ 
—and absolutely clean—the long, ta- 
pered round handle is specifically de- 
signed for easier handling. 

The Superkleen Angular Sash Tool 
means profitable business for you. Your 
Devoe representative has full informa- 
tion about prices, profits and shipping 
schedules. Get in touch with him right 
\ now. 
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NEW 
GRASSLAND FARMING 


MANUAL 
* 


Just off the press... 
timely, practical, new 
40-page manual about 
the promising new sys- 
tem of farm manage- 
ment called Grassland 
Farming. Continental 
leads again. 

























































@ The new Grassland Farming program is an- 
other example of the kind of constructive selling 
helps you can expect from Continental. This new 
service for farmers is aimed at building future 
business now. By new and effective methods, it is 
tied closely to the dealer’s name and place of busi- 
ness. It will make customers for Continental fence, 
Continental steel roofing and siding, and nearly 
everything else the dealer sells. Find out about 


your opportunity 







with Continental, 


write today. 





ONTINENTAL 


STEEL CORPORATION 


GENERAL OFFICES * KOKOMO INDIANA 





14 Styles of Stee! Roofing 
and Siding, ond Fittings 


Neils, Staples, Lown 
Fence, Wire Products 


1ST of F F . 
PRODUCERS OF - 93,\7F cs 0 Farm Fence 
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PROGRESS in research and production was 
reported by President August J. Stange. 


Western Pine 


Association Convenes 


President Stange reports substantial progress in production 
and research; Secretary-Manager Fullaway condemns government's 


“witch-hunt” investigation; chairmen make comprehensive reports. 


‘THE SEMI-ANNUAL two-day 
meeting of directors and 
members of the Western Pine asso- 
ciation was held at the Palace ho- 
tel, San Francisco, August 15-16. 

Highlights of the business ses- 
sions was the thought-provoking 
address of Secretary-Manager S. V. 
Fullaway, Jr., entitled Danger Sig- 
nals. Tracing the production his- 
tory of Western pine through the 
late war, Mr. Fullaway said: 

“In view of this excellent war 
record and of the industry’s demon- 
strated effort to meet reconversion 
needs, it would seem only natural 
that a grateful government should 
commend and give encouragement 
to the Western Pine industry. 

“On the contrary, there ap- 


pears to be a studied plan to dis- 





SECRETARY-MANAGER S. V. Fullaway, Jr. 
charged government with attempt to dis- 
credit the industry. 
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credit the lumber industry with the 
general public and to create the 
impression that our industry is re- 
sponsible for the shortcomings of 
the reconversion program which 
have resulted from mishandling by 
the government.” 

Tracing the investigation activi- 
ties of the FBI in the lumber in- 
dustry in recent years, Mr. Full- 
away declared these investigations 
have every indication of being of 
the witch-hunt variety. He said 
they have gone far beyond the rou- 
tine check for compliance with con- 
sent decree provisions, apparently 
with the idea of locating any possi- 
ble information which may be con- 
strued to the discredit of the in- 
dustry. 

The first day of the convention 





R. A. 
NLMA, 


COLGAN, executive vice president, 
and former association member, 
addressed the meeting. 
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was devoted to sessions of the vari- 
ous standing committees. The pro- 
motion committee conducted its de- 
liverations at the oldest duck club 
in western United States. Here 
Harold Mortenson, Pelican Bay 
Lumber company, Klamath Falls, 
Ore., one of the eight members of 
this famous Alameda County 
Sportsmans’ Club, was host. 

Officers of the Ponderosa Wood- 
work, Inc., and the National Door 
association were hosts to Western 
piners at a cocktail hour and din- 
ner. * 

At the Friday afternoon business 
session, the following officers of 
Ponderosa Pine Woodwork pre 
sented the story of their organiza- 
tion: E. J. Curtis, Clinton, Iowa; 
T. L. O’Gara, St. Paul, Minn; 
Frank Stevens, Waco, Tex., and 
Robert M. Bodkin, Chicago, general 
manager. 








PRESIDENT STANGE SPEAKS 


PRESIDENT August J. Stange, 
La Grande, Ore., now serving his 
second year at the helm of the 
Western Pine association, presided 
at the general meeting. 

R. A. Colgan, Washington. D. C. 
former active member of the asso 
ciation and now executive vice 
president, National Lumber Manu- 
facturers association, ad:ressed 
the meeting briefly, introducing 
George Fuller of the Wasiiington 
staff of NLMA. 

President Stange convemned 
OPA in his address to directors 
and members. He said \ ester 
pine prices have not advance: moré 
than one percent during the period 
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TOO MUCH 
MOISTURE? 


NOW, you can answer this question before jobs 
go wrong. Revolutionary scientific instrument 
reduces moisture testing of lumber and other 
building materials to rapid, inexpensive and 
simplest possible operation. 








The most damaging moisture is that beneath the sur- 
face not readily ascertained by superficial examina- 
tion. Our meter is equipped with sharp needle 
electrodes that penetrate into the danger area and 
transmit their findings to the instrument indicator. 


PRICE: $47.50 new vorx 


write today 


L. R. BRADLEY & COMPANY 


25 West 45th St. — NEW YORK 19, N.Y. 











The new Bradley Electronic Moisture Meter eliminates 
the drawbacks of other instruments of less advanced 
design. There are no galvanometer dials with delicate 
unstable needles. There are no tables of figures to 
consult and interpret. There are no moving parts ex- 
cept a manually operated pointer which the operator 
sets at a predetermined figure. A little danger light 
flashes if the moisture is in excess of that figure. Hun- 
dreds of pieces can be tested in a matter of minutes. 
Exact moisture percentages are quickly ascertained. 
The same instrument also tests plaster, brick, cinder 
block, gypsum block and concrete. 
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This year White River cele- 
brates its 50th Anniversary. The 
present modern White River 
plant pictured here is the fourth 
in White River’s 50 years. Al- 
ways, it has been the White 
River policy to keep its manu- 
facturing facilities up to date— 
and three times White River has 
rebuilt, each time more mod- 
ern, for more efficient produc- 


tion of quality lumber. 


---« Since 1896. .. 


WHITE RIVER LUMBER CoO., Enumclaw, Wash. 
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controls were off. He also con- 
demned other government restric- 
tions and branded the Hook bill as 
vicious. 

Mr. Stange reported progress in 
production and in work of the re- 
search department. The operation 
of the pilot plant for solvent sea- 
soning holds good prospects for 
profitable operation of this new 
method. Substantial progress was 
reported in the tree farm and trade 
promotion programs. 

W. E. Griffee, assistant associa- 
tion manager, presented a keen an- 
alysis of the Continuing Demand 
for Lumber. 

Work of the traffic committee was 
featured at the meeting. R. R. Veld- 
man, traffic manager of J. Neils 
Lumber company, Libby, Mont., 
and Klickitat, Wash., presented a 
history of railroad transportation 
and its importance to the Western 
pine industry. 


DAGGETT IS HEARD 

J. F. DAGGETT, manager, Alex- 
ander-Yawkey Lumber company, 
Prineville, Ore., head of Western 
pine’s forestry program, reported 
fine progress for Western pine 
region in carrying out practices as 
outlined in the Western pine hand- 
book on forestry practice. 

President A. J. Stange reported 
the recommendations of the execu- 
tive committee. The association 
went on record in opposition to any 
further federal control of housing; 
it decided to hold the next annual 
meeting at Phoenix, Ariz., Febru- 
ary, 1947. In the future the asso- 
ciation will hold its annual meet- 
ings in San Francisco during the 
month of February and the semi- 
annual meetings at Portland. 


PROMOTION PLANS 

W. S. KENNON, Standard, 
Calif., chairman, reported for the 
promotion committee. Plans were 
outlined to tell the story of large 
scale production to the public to 
counteract impressions fostered by 
producers of other materials that 
there is a lack of forest materials. 
J. M. White, Weed, Calif., reported 
on research. Most important point 
is the encouraging results in solv- 
ent seasoning at the pilot plant in 
Bend, Ore. The research depart- 
ment has also made gratifying 
progress in compressed white fir ex- 
periments. 

Other committee reports deliv- 
ered were: statistical committee, 
H. F. Root, Bonner, Mont.; grading 
committee, W. G. Kahman, San 
Francisco; traffic committee, R. R. 
Veldman, Libby, Mont. 
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Stepping Up 
Electrical Efficiency 


HEN THE ROASTER com- 
promises a_ housewife’s 
reputation by producing a soggy, 
reflated cake, or the toaster takes 
forever to brown a piece of bread, 
chances are the electrical wiring is 
inadequate for the demands made 
upon it. The chances are the wire 
is too small to give the appliances 
enough electricity to perform effi- 
ciently. 

Because of the constantly widen- 
ing use of more electrical appli- 
ances throughout the home—stoves, 
refrigerators, roasters, freezing 
units, dishwashers, etc.—homes to- 
day must be adequately wired to 
provide the amount of current these 
appliances demand. 

In tests to determine the relative 
efficiency of appliances and lights 
when connected to adequate and in- 
adquate wiring systems, specialists 
have found that electrical efficiency 
can be stepped up from 20 to 34 
percent. 

Research reveals that a ten per- 
cent voltage loss, resulting from 
too-small wire taxed beyond its ca- 
pacity, will cause a 20 percent re- 
duction in the heat produced by a 
heating appliance near the end of 
the circuit—cause a 34 percent 
slump in illumination from a lamp 
connected near the circuit’s end. 


KITCHEN SETS PACE 

SINCE voltage losses exceeding 
ten percent are by no means uncom- 
mon in many households, the en- 
gineers contend that it behooves 
those who are planning to build or 
remodel to look into adequate wir- 
ing. 

In making their recommenda- 
tions, the technicians start with 
the kitchen, greatest user of elec- 
trical service in the home and des- 
tined for heavier roles as new peak- 
efficiency appliances come into more 
general use. 

The specialists call for installa- 
tion of one extra-potent 20-ampere 
circuit to provide power for ap- 
pliances in this room. Lighting, 
they point out, should be served by 
a 15-ampere circuit, which may also 
extend to other rooms in the house. 
Certain major pieces of equip- 
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ment—the electric range, home 
freezer, hot water heater, dishwash- 
er and waste disposer—requiire ip. 
dividual circuits. Even though some 
of these pieces may not be added 
for years, the engineers are em. 
phatic in their recommendation for 
the installation, today, of spare cir- 
cuits for tomorrow’s needs — 4 
factor which they say will avert 
heavy expense and no end of in- 
convenience later on. 

Proper capacity circuits will take 
care of the question of voltage drop 
and efficient operation of lights and 
appliances, but enough well-placed 
convenience outlets, lights and 
switches also are needed to minim- 
ize wear and tear on the housewife’s 
disposition, according to the spe 
cialists. They point out that even 
the most recalcitrant of cooking re- 
cruits will find plenty of allure in 
a kitchen fitted with lots of handy 
outlets near each work surface for 
plugging in appliances. Adequate 
lighting over cooking, food prepara- 
tion and cleaning centers also is 
termed indispensable. 

















PROPER WIRING TIPS 

FOR this part of the kitchen 
wiring installation, the technicians 
recommend: 

1. One ceiling light for general 
illumination, wall switch controlled. 

2. One ceiling or wall light at 
the sink, wall switch controlled. 

3. Lights over the range and 
food preparation counter. 

4. Lights inside cabinets and in 
closets. 

5. Duplex convenience outlets al 
table height behind every four feet 
of work area—excluding the range 
and sink. 

6. Special outlets for presently 
owned and contemplated additions 
to equipment—these to include 4 
recessed reseptacle for a clock, spe 
cial outlets for ventilating fan, elet- 
tric range, and so on. 

For sound advice on any phase of 
wiring, for the kitchen or the rest 
of the house, the engineers urge the 
builder to get in touch with a quali- 
fied electrical contractor or a rep 
resentative of the power supplier 0 
electric utility in the area. 








































































































Whe 


tom: 
furn 
Hat 
ted 
na 


Bun 





home 
shwash- 
uilre in- 
xh some 
e added 
ire em- 
tion for 
are cir- 
SS a 
avert 

of in- 


vill take 
ge drop 
hts and 
l-placed 


Sand 
minim- 
sewife'’s 
he spe- 
at even 
cing re- 
lure in 
’ handy 
ace for 
lequate 
repara- 
also is 


kitchen 
nicians 


veneral 
trolled. 
ight at 
led. 

» and 


and in 


tlets at 
ur feet 
. pange 


esently 
ditions 
lude a 
‘k, spe- 
1, elec- 


1ase of 
ie rest 
rge the 
| quali- 
a rep- 
lier or 


{AN ro 


When you rent floor sa 


to 








Sees 


nders to your cus 
lete service by also 
n Spinner Edger. 
he edges can be mighty 


tedious and the American Spinner 
tes all this by sanding right up ae 
~ d. Your customers will gladly 
ae e for this labor saver. 
hundred dollars extra 
Spinner per year 
tripled profits the 
| investment! 


mers, give them comp 


rape al 
fyrnishing an Americ 


Hand scraping * 


quarte 
pay the rental fe 

Three to four 
t from the American 
gine, 
origina 


profi 
is not unusual. Ima 
first year over your © 
Write for latest descr! 
i i n. 
pee a tayo Stair treads quickly 
= AMERICAN _ NE finished with Spinner. 


SURFACING MACHI — ; 


PANY 
Bow st. Clair Street, 


TOLEDO 3, OHIO 


= Pe | 
SUILDING Propucrs MERCHANDISER, September 14, 1946 


ptive literature and 











m SASH...ONLY AS GOOD AS ITS PUTTY @ 



























When you're glazing a 
big order, is no time to be wrestling 
putty problems. That’s why so many 
sash and door makers have turned 
to MASTER GLAZIERS Primeless 
Putty. They know our laboratory 
control assures the uniform consis- 
tency, minimum shrinkage and fast 
setting of every batch. Want proof? 
Mail the coupon...no obligation. 


H | 0 0 LE ee 
THE co. Ally Maker 














Gentlemen: 


O Please furnish us with further information about 
Master Glaziers Primeless Putty. 

O Please send us the Introductory Offer of 100 lbs. 
at the 1,000 lb. barrel price. 
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Pur the sturdy, compact Allis-Chalmers 
Model IB wheel tractor in charge of cutting lumber 
handling costs. The master of all hauling work, it 
maneuvers heavy loads through narrow passages, 
up steep ramps, around sharp corners; also pushes 
loaded cars into dry kilns. Operates on less than a 
gallon of fuel an hour. Turns onaseven foot radius. 
Has 13% drawbar h.p....speeds to 10 m.p.h. 
Equipped with a time cutting, Quick-Hitch draw- 





Hitch every hauling job to the IB! Faster hauls mean 
more lumber moved per hour, more available space 
for incoming loads, increased yard efficiency. 


bar. Sweeper attachment available for clean-up 


‘work and snow removal. Ask your experienced 


Allis-Chalmers dealer to show you the many ways 
the fast-working IB can speed lumber handling, 
cut yard cost. 


ALLIS:‘CHALMERS 


RACTOR DIVISION ¢ MILWAUKEE 1, U.S.A. 





Do the fast, accurate 
cutting that turns tim- 
ber into cash most de- 
pendably and _ profit: 
ably. 


Features include 
balanced beli feed, 
carriage bearings with 
side adjustment, sét 
works accurate (0 
1/32”, ells with cut 
steel detachable rack- 
bars, etc. Power units, 
edgers, trimmers, con- 
veyors, and all acces- 
sories. Write for Cat- 
alog 75. 


Branches at Canadaigua, Wil: 
liamsport, Pittsburgh, Harrisburg. 
Easton, Richmond, Charleston, Golds- 
boro, Salisbury, Columbia, Atlanta 
Montgomery, Nashville, and Knox- 
ville. 
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New Building Material Freeze 


is Effort to Bolster Lagging 


THE N“W FREEZE of buila- 
ing materials is now in effect. 

Some dealers are in a rage, some 
are in despair. Others, expressing 
mo emotion in public, are making 
tired efforts to find out what it 
means and why. They’re trying 
to go along; since there isn’t any 
other place to go, except to the 
black market. Quite like the old 
days. 

Association leaders have known 
for several weeks that an amend- 
ment to Direction 1, PR 33, was be- 
Ing considered. But it seems that 
neither the NHA nor the CPA 
thought it necessary to consult with 
any part of the lumber industry ix 
regard to the proposed changes. 
Perhaps more was involved than 
routine amendments of distribution 
tules. Possibly the agencies didn’t 
feel like talking with anybody about 
these affairs. At least that seems 
to be as good a reason as any. 

The immediate purpose back of 
the amendment was the desire to 
bolster Mr. Wyatt’s GI housing 
program. 

_ The Expediter has policies and 
Interests and purposes that go be- 
yond the matter of getting veterans 
under roofs. We sometimes forget 
this fact. But at present the vet- 
erans’ program is much to the 
front; and a failure here could be 
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G I Home Program 


a disaster to all phases, present and 
future, of the Federal plans in the 
housing field. As the NHA sees it, 
the business of making a real show- 
ing in the veterans’ program is of 
high importance. As the agency 
sees it, in fact, the program is of 
the highest importance. 

A few weeks ago, it seems, Mr. 
Wyatt told Mr. Small, of the CPA, 
that something more would have to 
be done for housing; not merely to 
hurry it along but to keep it from 
falling flat on its face. The Wyatt 
proposal was a further reduction 
in the volume of non-residence 
building. Mr. Small objected; say- 
ing he had already reduced commer- 
cial building to the danger point. 
Any further cuts would be a threat 
to national employment and in fact 
to the operation of the national 
economy. 

The argument went to Mr. Steel- 
man, Director of Recovery and Eco- 
nomic Stabilization. The Steelman 
decision was in favor of Mr. Wyatt; 
and non-residential construction 
has been reduced by about 27 per- 
cent. This reduction is described 
as a goal; meaning that it may be 
reached some time but not neces- 
sarily at once. As we understand 
it, all commercial building already 
authorized will be continued. So 
the reduction, if any, will not be 
felt for some time. 
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HIGH PRIORITIES 


GAIIENIDIAR 


Now 57 products on list— 
double the earlier number 


The high priority list of articles 
needed to complete and furnish 
houses has been extended. This in- 
cludes such things as lighting fix- 
tures, linoleum, cook stoves and the 
like. There are now 57 items on 
the list; nearly double the earlier 
number. A dealer must reserve a 
given percentage of each line— 
from 75 percent up—and wait for a 
sale that’s decorated with Mr. 
Wyatt’s priority letters. Under the 
old rule these things were reserved 
for not more than 30 days, after 
which they could be sold on the 
open market. Under the new rules 
they stay on the set-aside until 
moved in a priority sale. 

Private house builders asked for 
this change. They charged some 
distributors with refusing to sell. 
Often, according to this story, the 
distributor would say he was out 
of stock. Then, when the reserve 
period ran out, he’d sell the articles 
to contractors who were putting up 
office or factory buildings; or he’d 
sell them to favored housing con- 
tractors. But under the new reg- 
ulations the reserve period doesn’t 
run out. It continues indefinitely. 

Then about lumber. Under the 
original direction, as you know, 
there were two formulas under 
which retailers bought lumber. One 
was two cars per quarter. The 
other was a monthly percentage of 
the yard’s inventory, as of a speci- 
fic basing date. A dealer could use 
only one, and he was allowed to 
choose the one that would give him 
the larger amount. 

As we understand it, the dealer 
who operated under the two-car 
formula, prior to the first of Sep- 
tember, continues to do so. His 
rules are unchanged. He must hold 
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75 percent of the construction lum- 
ber, coming to him under this ar- 
rangement, for delivery on certi- 
fied or rated orders. But he re- 
serves this stock only during that 
month in which it is delivered to 
him. If the car is spotted on the 
16th of September, then the con- 
struction lumber contained in it 
that remains unclaimed, under cer- 
tification or rating, on the Ist of 
October is free lumber and may be 
sold to any customer. At least this 
is the interpretation at the present 
writing. But don’t be too sure about 
the future. The NHA doesn’t like 
this two-car, current-month-reserve 
arrangement. There’s a rumor on 
the Avenue that the Industry Ad- 
visory Committee is to be called 
in during this month and that the 
Expediter will try to win the con- 
sent of the group to put all retail 
yards on the percentage basis. 


SET-ASIDE RULES 


Lumber must be _ held 
indefinitely for rated buyers 


Under the original direction, as 
again you know well, the dealer op- 
erating under the percentage rule 
could place orders each month with 
his supplier for housing construc- 
tion lumber equal to seven percent 
of the softwood lumber in his in- 
ventory on Jan. 1, 1942. He made 
the same set-aside and for the same 
period that his two-cars-per-quarter 
neighbor made. That was the old 
rule. 


But things are different now. In 
the first place the percentage has 
been increased from 7 to 10; and 
that’s a real increase. The restric- 
tion on commercial building is ex- 
pected to make more housing con- 
struction lumber available. But this 
dealer meets a tough one in the 
new rules regarding the set-aside; 
especially if he’s located in an area 
where few veterans’ houses are be- 
ing built and where in consequence 
few HH orders come to him. The 
amendment, as issued, requires this 
dealer to reserve 80 percent of the 
housing construction lumber he re- 
ceives under this formula, and he 
must hold it indefinitely for deliv- 
ery on certified and rated orders. 

Incidentally, there’s a further 
provision that a dealer must reserve 
indefinitely, in the same way and 
for the same purpose, 75 percent 
of any housing construction lumber 
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This rule will affect 
certain dealers in the East who im- 
port lumber by schooner from the 


he imports. 


Maritime Provinces. Of course it 
affects any dealers who import lum- 
ber in any way from over the bor- 
der. 

The percentage dealer with few 
or no GI jobs seems to be in a bad 
way. This fairly ruthless order that 
would channel ALL materials to 
veterans’ housing, regardless of the 
effect upon local dealers and local 
economy, indicates the determina- 
tion of the NHA to make the GI 
program succeed no matter what 
the cost. 

The NRLDA thinks a large ma- 
jority of agricultural yards are op- 
erating on the two-cars-per-quar- 
ter basis. However, the yard on a 
percentage basis and with few vet- 
erans’ orders has at least one re- 
course. The provision for appeal 
remains in the Direction. A dealer 
faced with having to reserve his 
stock indefinitely with no prospect 
for making sales should write the 
CPA Forest Products Division in 
Washington. He should explain his 
situation and ask to have this 80- 
percent set-aside removed or ap- 
propriately modified. The Division 
isn’t too well staffed to handle a 
flood of appeals. But it'll work as 
fast as possible; and this seems to 
be the one channel open. It should 
be said that Mr. Wyatt has stated 
a readiness to modify or even re- 
peal the amendment if it doesn’t 
work. And it’s fair to add that 
Mr. Wyatt seems to have none of 
the bureaucratic passion to main- 
tain a rule, simply because the bu- 
reau has issued it. He’s got a tough 
job; but he appears to be doing it 
in a reasonable way. At least so 
far as his own directives from 
higher up permit him to do so. 


ALL-OUT FOR Gi HOUSES 


Nearly all materials channelled 
to Wyatt program 


All the brooms are sweeping all 
the materials toward the GI house. 
Residential hardwood flooring is 
now held for veterans’ homes; save 
a certain amount set aside for mili- 
tary hospitals and emergency pri- 
orities. This reserve, too, is indefi- 
nite. A flooring manufacturer may 
not accept a CC rating. He may 
accept an MM rating only when it’s 
accompanied by a statement that 
the flooring is for a military hos- 
pital. This means, incidentally, not 
only an Army or Navy hospital but 
also a veterans’ hospital. 

Every millwork manufacturer or 
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distributor must 
nitely for certified or rated orders 
85 percent of the millwork he pro. 
duces or receives. 


Other reserves: Cast iron gpjj 
pipe, 80 percent. Gypsum boar 
and lath, 85 percent. Bathtubs, 95 
percent. Toilets and lavatories, 9 
percent. 


The NHA wanted, at the sawnmil] 
level, the kind of stock freeze } 
managed at the distribution level, 
It didn’t quite bring this off; not 
on a permanent basis. But it has 
managed a trial run for the month 
of September. Any part of a say. 
mill’s reserve of housing construe. 
tion lumber, produced in September 
but “not required to fill certified or 
rated orders calling for delivery 
during the month” is to go over as 
part of the October reserve. Algo, 
the change of a few words appears 
to give a sawmill the right to ac. 
cept ratings for the entire output, 
if it wishes to do so. Under the 
original Direction, the 50 percent 
of production not reserved had to 
be sold without ratings or certifica- 
tion; giving retailers the chance to 
get some free stock. The change 
in the wording gives mills the op- 
tion of selling the free margin on 
ratings. Or so it seems. 



































HOME PROGRAM ERRATIC 


Number of vet applications 
declines from early peak 









How about this fortified housing 
program; and how’s it making out? 
It seems to be a thought erratic. 
Prefabrication, upon which M. 
Wyatt seemed to rely _ heavily, 
hasn’t yet picked up the expected 
speed. It probably will do so, in 
time. However, the quota figures 
for this year have been reduced to 
about two-fifths of the number set 
last spring. The industry has beet 
plagued by scarce materials ané 
lack of skilled labor; also it hasn't 
yet developed the know-how in f- 
nance and distribution. A!] thes 
things will be corrected, and fac 
tory-built housing will doubtless 
hold an important place in the 1- 
dustry. 

Estimates of the number of col 
ventional, custom-built houses » 
be started this year have een I 
creased by upwards of 15 percett: 

There’s one factor that hasn't 
been completely explained and that 
may be a thought portentious. Its 
the declining number of veteran a) 
plications for building permits. The 
number is said to be down by from 
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Wall and Ceiling Panels 
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Veteran home owners who have 
experienced Marlite’s versatility, beauty and 
ease of cleaning, are quick to advise prospective 
home owners to install colorful Marlite Wall and 
Ceiling Panels. Veteran builders and contractors 
like Marlite because it’s so easy to work with, so 
easy lo install. Dealers like its quick turnover. 

Ideal for veteran housing, Marlite wall- size 
panels can be installed quickly and easily over 
new or old walls ... never need repainting or 
refinishing. An exclusive high-heat-bake process 
seals beauty in... dirt and grime out. Marsh 


Wall Products, Inc., 941 Main St., Dover, Ohio. 


ABOUT DELIVERY—Marsh’s usually prompt, 
nation-wide service may be slowed due to unprece- 
dented demand. However, every effort is being made 
to bring Marlite deliveries back to normal. 


SELL RIGHT--- SELL 






REG. U.S. PAT. OFF 


Plastic-Finished WALL PANELS 
duty ful 


CREATING “BEAUTIFUL 





INTERIORS | 


The -#U- aA. WINDOW MATERIAL 
BUILDS VOLUME SALES 


MORE eggs—BIGGER eggs when “Vitamin-D” sunshine rays 
reach birds. R-V-LITE admits over 60 times more “Vitamin-D” 
rays than window glass—builds sturdier chicks and pullets— 
increases egg yield. That means steady, repeat business and 
bigger profits for R-V-LITE dealers. 





Ideal for storm doors and 
windows and a host of other 


uses. 


@ R-V-LITE keeps heat in and cold 
out. Sell it to prevent drafts and 
cold epidemics in the home and 
all farm animal buildings. Trans- 
parent, shatter-proof, weather- 
proof, durable. Backed by strong 
magazine and radio advertising. 


Serre ee 
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Pree! Dispens- 


ing Display Rack 
and other selling 
helps. 


ORDER FROM 
YOUR JOBBER TODAY 


ARVEY eo} Ute): Vilely 


Exclusive Manufacturers of R-V-LITE 


3470 N. Kimball Avenue, Chicago 18, Ill. 
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WASHINGTON 





30 


peak. There are those who try to 
couple this decline, in a general 
way, with the recent sag in the 
stock market. 
the same people are involved; and 
different personal reasons must be 
present in these two widely differ- 
ent fields. 
suggestion 





SKILSANDERS: 


SKILSANDER raises and lowers sand- 
ing drum at wall... just one of a 
host of exclusive features that makes 
SKILSANDER easier for anybody to 
use. Mechanical improvements 
assure longer life . .. more money- 
making hours out on rental. 


EDGER TYPE 


same background factors explain 
the two situations. 

Meanwhile, the number of vet- 
eran applications for building per- 
mits remains large; even if well be- 
low the earlier top. Could be that 
withdrawals from the housing mar- 
kets are a healthy sign; that some 
of these veterans were not good 
prospects and should withdraw for 
their own benefit. It’s a common 
experience that many people put 
in for cars or refrigerators or what 
not, just on impulse; have sober 
second thoughts when the ordered 


to 35 percent from the earlier 
not 


Sure enough, 


But those who make the 
say that maybe the 
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cient service for which our organization has 
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MAKE YOUR RENTAL BUSINESS 
MORE PROFITABLE! 


DRUM TYPE 


Automatic lift on Drum Type 


Twin motors...one for the sanding 
disc, one for the vacuum system... pro- 
vide top efficiency under heaviest load. 
Edger Type SKILSANDER, like the Drum 
Type, carries complete customer instruc- 
tions on a permanently attached plate. 
SKILSAW, INC., 5033-43 Elston Avenue 


Chicago 30, Ill. 
Factory Branches in All Principal Cities 


MADE BY THE MAKERS OF SKILTOOLS 
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article is about to be delivered and 
must be financed. So this reductioy 
could be merely letting the air oy 
of an over-publicized market. 
But a good many people. includ. 
ing building contractors and deal. 
ers, would like to know really wha; 
it means. The earlier word is get. 
ting repeated; that the veterans 
want to rent rather than buy. The 
Expediter has talked about build. 
ing rental properties; but the gen. 
eral opinion around here is that not 
so much has been accomplished, 
And if the houses, fixed up partie. 
ularly for sale to GI’s, shouldn’t be 
taken by the service men, then 
what? Are they of a kind that 
would command the interest of ¢i- 
vilian families? Much is said about 
rising costs; a factor that’s a 
stumbling block to civilians as well 
as to veterans. Something is said 
about the failure of the new houses 
to stand up; though it seems early 


to have much experience upon 
which to base judgments. But it is 


something to think about; that at 
the time the Expediter is funnel- 
ing everything into this one kind 
of housing the beneficiaries of this 
service should be hesitating and 
even drawing back. Has the prob- 
lem been thought through? This 
industry definitely thinks it has 
not. But we could of course be 
prejudiced. 


SHADOWS OF GLOOM 


Long-range 


picture good 
—but not good 


enough 


About the national picture. Ad- 
mittedly it doesn’t add up, as yet; 
but it’s a poor service to cast shad- 
ows of gloom. No thoughtful per- 
son wants to do it or thinks there's 
real reason to do it. As the New 
York Times puts it, the long-range 
picture is good—but not good 
enough. There’s large production, 
more employment than any econo 
mist expected this soon, high na 
tional income and apparently 4 
huge demand for goods. But costs 
and prices are high, labor is badly 
distributed, there are shortages 0 
raw materials and finished prod- 
ucts, there’s confusion over manag 
ing the critical part of reconvel 
sion, labor-management relations 
are threatening, and foreign affal!s 
are anything but good. The Times 
thinks the American weak spot }§ 
human relations. “Every prospect 


pleases, and only man is vile.’ 
Okeh; but we’ll have to let this on¢ 
travel on the authority of the 
Times. 


However, there are a few things 


c. 
} 
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to be kept in mind at the moment; 
things that may be useful in under- 
standing the queer sort of situation 
that confronts all industry. 

In the first place, if the market 
demand holds up, we’re probably in 
for a longer period of shortages 


than we _ expected. Production 
seems to have reached the peak. 
Some exceptions, sure enough. 


Shortages, such as critical raw ma- 
terials and skilled labor, are so tied 
in together that many plants with 
surplus machinery can’t reach their 
theoretical maximum. Further in- 
crease in prices may release some 
hoards of manufactured goods but 
isn’t likely to increase the volume 
of production. The crucial state- 
ment here is, “if the market de- 
mand holds up.” It probably will, 
if inflation doesn’t price too many 
people out of too many markets. 
You may not have noticed it; but 
uneasy foreign affairs seem to be 
issuing quietly in a much increased 
national military budget. This in- 
crease in war preparation makes 
the other government “economies” 
look like pretty small stuff. It’s the 
biggest factor in potential inflation. 
These factors, more than any 
others, will operate to maintain a 
considerable degree of government 


control over business; namely, un- 
easy foreign affairs and government 
expenditures for preparedness. 
Sure enough, these things don’t 
make public controls more pala- 
table. They don’t suddenly change 
bureaucrats into statesmen; and 
neither do they checkmate the citi- 
zen’s earnest desire to put govern- 
ment-citizen relationships on a wise 
and sound basis. But they do ex- 
plain, in a measure, why you and 
we don’t get far when we try to 
correct this huge pattern merely 
by yelling at the nearest, smallest 
and most irritating example of of- 
ficialdom. We'll have to look far- 
ther and act smarter than that. 


ALPHABET STUFF 


Dealers view HEPR-5 as 
trend to complete control 


Some more alphabet stuff for 
your delectation. You remember 
David Harum said a _ reasonable 
number of fleas is good for a dog; 
keeps him from brooding over be- 
ing a dog. This flea is HEPR-5. 
Spelled out, it’s Housing Expediter 
Priorities Regulation Number Five. 
The National Retailers officials look 
upon it with interest, mingled with 


conjecture. From now on, all ap- 
plications for authorizations and 
HH priorities for housing will be 
filed under this regulation, instead 
of under the CPA regulations. The 
NRLDA ealls attention to the fact 
that the CPA functions under au- 
thority contained in the Second 
War Powers Act, and that this Act, 
unless extended, will terminate on 
March 31, of next year. Accord- 
ing to a joint release issued by 
NHA, CPA, and OPA (are you still 
with us?), the CPA will continue 
to handle Schedule A of PR-33 and 
will also handle compliance func- 
tions in regard to ratings, set- 
asides and construction without au- 
thorization. The CPA will do this, 
in part, under a grant of authority 
from the Expediter. Under a simi- 
lar grant, the OPA will enforce the 
maximum sales price and veterans’ 
preference requirements of the Vet- 
erans Emergency Housing Pro- 
gram. 


The conjecture, mentioned above, 
is that these things mark a trend 
toward the eventual control of the 
entire economy and of the construc- 
tion materials field by this amal- 
gamation of agency functions. You 
might write it on the wall and see 
how things come out. 











results. 


signed to do a particular job. 


to “end checking.” 


Priced as follows: 


TURNABLE DRUMS 








F.O.B. AKRON, OHIO 


EST. 1878 











STOP End Checking!!! 


No. 464-A Lumber sealing compound is a specially 
developed “end coating” that produces amazing 


Not a “lead and oil” paint but a new product de- 


Can be applied with spray gun designed for heavy 
bodied materials or by brush. Color is black. 


Any mill, lumber dealer or manufacturer who stores 
lumber can effect very substantial savings. 


Reports have been received that use of the com- 
pound has resulted in savings amounting to thou- 
sands of dollars worth of lumber previously lost due 


No. 464-A Lumber sealing compound is reasonably 


$1.50 PER GALLON IN 55 GALLON NON-RE- 


$1.60 PER GALLON IN 5 GALLON CONTAINERS 


The Akron Paint and Varnish Company 
AKRON 1, OHIO 





More than 75 years 
of service tothe sash 
and@_door, industry. 
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For low-cost housing 


PAR-TOX 


wood treatment assures lifetime 
freedom from the ravages of rot 
or termites. 


For a tight sash seal that prevents 
infiltration of moisture and cold 


air — use 









PARKER'S 
PRIMERLESS 
PUTTY 









IRA PARKER & SONS CO. 


OSHKOSH, WISCONSIN 
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The Cash Shopper Will Be Back 


ITH MORE than 10,000 com- 
mercial banks hot after in- 
stallment notes, it is reasonable to 
assume that installment buying will 
reach a new high in the not-too- 
distant future. All of which will 
call for some up-on-the-toes mer- 
chandising on the part of lumber 
dealers. 

Intensive competition among fi- 
nancing institutions for installment 
notes means cash shoppers for lum- 
ber dealers, and no fooling. Lack 
of materials has relegated shop- 
pers to the background for the time 
being, but they’ll be returning some 
of these days with a gleam in their 
eyes and the cash with which to 
make the purchase . . . financed 
through some lending agency. . 
of which there will be many in 
every locality. It’s time to prepare 
now for that eventuality. 


* * 


Answer to the question of how to 
handle installment buyers of the 
future: Keep control of sale by 
maintaining a financing service 
within your establishment. 


vs. ve. 
* x 


Bull's Eye for Lumber Dealer 


EST STORY of the week, so 
far as the Clinic is concerned, 
emanated from an area in the East 
where there are so many banks 
after the installment note business 
that discount rates have been 
slashed until they have become un- 
attractive to everybody but the bor- 
rowers, and most of them have no 
idea what rate they are paying. 
Furthermore, they don’t seem to 
care. 

At least this much is indicated in 
the fact that an up-and-coming 
lumber dealer is selling all kinds of 
roofing, repairing and modernizing 
equipment on the installment plan 
and using the same discount rate in 
effect before the banks began to cut 
rates. 

“Nobody ever asks what the dis- 
count rate is,” he replied in answer 
to the question of how he does it. 
“There are just two things cus- 
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tomers think about when properly 
sold—the job or piece of equip- 
ment they are getting and how 
much a month they are required to 
pay. Only the banks are rate- 
minded. They don’t know how to 
merchandise their stuff, so they cut 
prices.” 
* * * 

Only one thing will eliminate pres- 

ent-day complaining about short- 

ages and that is the competition 

which will ensue when goods be- 


come plentiful. That will be some- 
thing to complain about! 


"Nothing to Sell" 


LUMBER DEALER who oper- 
ates 13 lumber yards in the 
Middle West told the Clinic a few 
days ago that, despite the fact that 
his managers claim they have noth- 
ing to sell, ten of the yards are 
from 10 to 80 percent ahead of 1945 
in volume, one yard is about the 
same, and one slightly behind. 


“There’s little left but bottle- 
necks,” exclaimed the dealer who 
received a wire stating that his 
car of lumber was ready for ship- 
ment but no box cars were avail- 
able. 

* * * 


Signs of the Times 


UST A FEW short months ago, 

windshield wiping was a lost 
art and “fill ’er up” was a forgotten 
language. Today credit cards are 
pouring in from the big oil com- 
panies, accompanied by sales letters 
that plead for liberal usage. Cut 
price signs already are appearing in 
certain cities. A friend of the Clin- 
ic’s reports that, when he drove 
into a Pierre, N. D., oil station, 
three cowboys in full regalia ap- 
peared and gave his car a bumper- 
to-bumper manicure while the tank 
was being filled. 

“Remember us when you come 
back,” said the solicitous spokes- 
man. 

“T’ll never forget you,” replied 
the customer as he took a final look 
at the resplendent garb of the hap- 
py cowhands who worked on his car 
as though they really enjoyed it. 





Selling Job Ahead 

Ly" CONFUSE — demand 
with buying power. If de- 
mand was all there is to it, our com- 
mercial life would be simple. How- 
ever, it’s buying power that really 
counts in the long run. Regardless 
of how badly a family may want a 
new home, a car, or a great many 
other things, it takes income to 
make the actual purchase. Demand 
now is prodigious but, unfortunate- 
ly, buying power won’t always re- 
main as great, especially when you 
consider that 20 percent of Ameri- 
can families receive an income of 
less than $85 a month and 50 per- 
cent are under the $175 mark. De- 
duct today’s cost of shelter, cloth- 
ing, food, medicine and such from 
these incomes and it’s easy to see 
that sooner or later there’s a real 

selling job looming up. 


The Shortening Miles 


CCORDING TO Joe Smith, 
secretary of the Mountain 
States Lumber Dealers association, 
a Texas lumber dealer read about 
last winter’s short course for lum- 
ber deals in a Chicago trade paper 
and sent it to his son in China. A 
week before the course opened, the 
son appeared in Denver, completed 
it successfully, and continued on his 
way to Texas. 


As It Was in the Gay Nineties 


OHN E. FARDAL, lumber deal- 

er, Stanhope, Iowa, has on dis- 
play an invoice dated April 6, 1896, 
for a carload (14,287 feet) of 
White Pine shipped by David Tozer, 
Stillwater, Minn. Total cost, 
$187.44, less 2 percent discount. 
Contents: 6” No. 2 Rough; No. 2 
Grooved Roofing; No. 2—6” ¥loor- 
ing; No. 3—16’ Boards S1S ($ll 
per thousand delivered); No. 2— 
12” Boards; No. 1—2x4—10' ($13 
per M). Highest priced item in the 
car was No. 1—6” at $16.50. Ship- 
ment reached the dealer ten days 
after order was placed. 
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... never had so much 
demand for Plastic Wood 


before!’”’ 


(A Leading Midwest Jobber) 


__ Advertising Campaign 
Big —— this FALL! 
= 


149 ADVERTISEMENTS 


plus BOOKLETS, DISPLAYS 
build bigger sales for you! 


STOCK UP 
DISPLAY... FEATURE 


P.S. Don’t forget to stock up 


PLASTIC WOOD SOLVENT, ||¢ 


| 
| 
@ || 
| too, for extra sales volume/ 


BOYLE-MIDWAY INC., 29 E. 40th St., New York 16, N.Y. 
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5235 W. 65th St., Chicago 38, Ill. e 4890 E. 50th St., Los Angeles 11, Cal. 
A A CELLULOSE FIBRE FILLER 
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Wiis 


Padial Cutting Machine 









ORDER TIME TESTED 

NOW! oe mee 

DELIVERY oe 
IN 


30 





Engineered and built 
to give machine tool 
ACCURACY combined 
with FLEXIBILITY, 
SAFETY and SPEED. 


AU Purpose Performance 


1. Cross Cutting 10. Ploughing 

2. Angle Cutting ll. Fluting 

3. Bevel Cutting 12. Rabbeting 

4. Bevel Mitre Cutting 13. Radius Cutting 

5. Ripping 14. Rafter Cutting 

6. Bevel Ripping 15. Tongue & Grooving 
7. Cross Dadoing 16. Shaping 

8. Right Hand Angle Dadoing 17. Tenoning 

9. Left Hand Angle Dadoing 18. Jointing 








Our illustrated booklet will 
picture to you the wide 
range of work the Wilson 
Radial Cutting Machine 
will do for you. It tells 
ou why WILSON should 
e your FIRST CHOICE 
in Radial machines. 


Sead fer 
hts 
Book Let 


Manufactured by 


FRANKLIN MACHINE CO. 
55 PAWTUCKET AVE. - EAST PROVIDENCE, R. I. 


Distributed by: 

Equipment Engineering Co., St. Charles, Ill. 
Timesavers, Inc., (Eastern Seaboard), 301 Fox Bldg., 
Philadelphia, Pa. 

Service Sales, (New England), Boston, Mass. 
Strongridge, Ltd., (Canada), St. Catharine’s, Ont. 
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Dual Floor Furnace 


A new postwar dual floor furnace 
is just being introduced. The Royal 
dual-floor furnace is hidden below 
floor level and is of shallow flat- 
bed construction; fire box is only 
18 inches deep. 


It can be easily 





installed without the need of base- 
ment or pit. Its shallow depth and 
welded construction are said to 
safeguard against the danger of 
flooding in the rainy season. Both 
pilot and burner valves are equipped 
with safety locks—no danger of 
gas fumes or dangerous elements 
of combustion being exhausted into 
living quarters. It has the Ameri- 
can Gas association seal of ap- 
proval. By cutting specified size 
holes in the floor and wall, the in- 
stallers can slip the furnace into 
place from above the floor. For 
further information about Model 
D-45000 write Royal Heaters Inc., 
1024 Westminster avenue, Alham- 
bra, Calif. 


Andersen Window Catalog 


The new detail catalog issued by 
the Andersen corporation, wood 
window manufacturer, for its mas- 
ter frames reveals compliance with 
the standardization program for 
the building industry. The new 
listings, contained in Andersen’s 
Detail catalog No. 46, include the 
New York and Western opening. 
Three-fourths of the styles and 
half the sizes carried in former 
detail catalogs have been elimi- 
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nated. The new sizes also conform 
to the modular standard of the 
four-inch increment adopted by the 
American Standards association 
and recognized by the National 
Door Manufacturers association as 
a basis for coordinating the dimen- 
sions of all building materials. For 
a copy of the catalog write the 
Andersen corporation, Bayport, 
Minn. 








When writing for new literature 
or further details about products 
described here, please mention 
AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MER- 
CHANDISER as the source of 
your information. 








Kitchen-Aire Ventilator 


Cooking odors, smoke, stale air 
and excessive kitchen heat can now 
be removed before it spreads 


throughout the house through the 
use of the new Kitchen-Aire venti- 
lator. 


The ventilator is connected 





to the ceiling grille by a small six- 
inch duct hidden between the 
joists, and is electrically, not man- 
ually operated. The entire housing 
is made from corrosion resistant 
aluminum. The intake can be 
placed in almost any spot in the 
kitchen, and only a six-inch round 
opening through the wall is re- 
quired for the installation. For a 
descriptive folder and further in- 
formation write Stewart Manufac- 
turing company, 3209 E. Washing- 
ton street, Indianapolis 1, Ind. 


= 
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Casement Window Operator 


Suitable for both commercial and 
home construction of all price 
ranges, a new casement window op- 
erator is available for immediate 
delivery in unlimited quantities 
according to the manufacturer, 
The same model may be used on 


= 
= 
Bee, 
= 
ee 
= 
= 


left or right hand, large or small 
windows without adjustments oF 
special equipment. Only 1%, inches 
are needed between screen and 
sash and the operating handle is 
quickly adjusted to any scree 
clearance depth by a handy set 
screw. The roller bearing borne 
arm assures easier operation of 
large or tight windows. The turret 
top is said to allow an extra 20 to 
30 percent opening. A catalog sec 
tion containing complete informa- 
tion may be obtained from Parlyn 
Ltd., 707 S. Broadway, Los At 
geles 14, Calif. 


All-Steel Pallets 


New 40 percent-lighter ail steel 
pallets are being introdu ced 
throughout the country. Manufac- 
tured of high tensile steel, the pal- 
lets are said to average 40 percent 
less in weight than units 0! com 
parable size formerly made of' hot 
rolled steel. In point of strength 
and load-bearing capacities, the 
high tensile steel products are said 
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LONG-LIVED SAWS FOR LONG-RUN ECONOMY 


Firthite Tipped Saws made by Huther Bros. Saw Mfg. — Teak, Fire-proof Lumber, Plywood, Linoleum, etc. 








Co. are made to stand hard service and are, there- | Huther Bros. have long taken special pride in the’ 
fore, long-lived Saws insuring long-run economy to the — quality of their manufacture, and the service and 
user. These saws are used for cutting hard Masonite, _ satisfaction all Huther Bros. saws give the customer. 


Write for Huther Bros. Catalog No. 60 


HUTHER BROS. SAW MFG. CO., Rochester, New York 
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Quality in 
the Tree 


Booth-Kelly lumber comes from 


old-growth Oregon Douglas Fir of 
superb. quality. It was 47 years 
ago that Booth-Kelly felled the 
first tree—and the uniform quality 
of Booth-Kelly timber has had 
much to do with the quality repu- 
tation of this company’s lumber 
during 47 years of history-making 


operation. 


RAR EPR 
DOUGLAS FIR 


Dimension Flooring Ceiling 
Drop Siding Finish Stepping 
Mouldings Casing Base, etc. 


We are headquarters for Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 


BociliAtell 
Se 





















to be equal to or greater than simi- 
lar units of other materials. They 
are standardized in size to fit into 
railroad and truck equipment as 
well as storage facilities built for 
modern material handling truck op- 
erations. Three sizes are designed 
to fit the shipping requirements of 
modern packages—12, 24 or 48 
inches. For further information 
write the Monroe Auto Equipment 
company, Monroe, Mich. 


Illuminated House Numbers 


To serve the dual purpose of il- 
luminating house numbers and 
lighting the approach to the home, 





Aristolite was created. It is said 
to be made of high grade metal and 
finished in an _ ivory’ crackled 
enamel. With each lamp comes a 
set of gummed numerals. Manu- 
facturers promise prompt delivery. 
Write G. H. Camp, Camp & Brad- 
ley Inc., P. O. Box 109, Chagrin 
Falls, Ohio. 


Employee Manuals 


Material that might assist exec- 
utives and personnel managers in 
planning or revising a company 
employee manual is contained in 
the report Information Manuals 
for Employees, recently prepared. 
This illustrated review includes a 
number of excerpts from various 
company publications. An impor- 
tant feature of the report is a sec- 
tion devoted to the essential con- 
tents of an information manual— 
specifically as to how the material 
may be organized and the hand- 
book introduced, suggestions on its 
table of contents and index, the 
story of the company, and on other 
matters for the instruction and en- 
lightenment of the employee. A 
copy of this report is available to 
executives who request it on their 
business stationery. Write Policy- 
holders Service bureau, Metropol- 
itan Life Insurance company, 1 
Madison avenue, New York 10, 
N. Y. 


New Flame-Gard Products 


Sentry Products corporation, 
makers of Sentry Flame-Gard fo; 
textiles and wood, announces two 
additional products now ready for 
the market. The first is Sentry 
Flame-Gard for shingles. This is q 
plastic roof paint, available in gey. 
eral popular colors. Used in com- 
bination with the Flame-Gard for 
wood, which also serves as a sealer, 
it is said to provide exceptional 
protection from fire, termites and 
the weather. The second is for 
paint. By the addition of this com- 
pound, ordinary paint is said to 
become highly effective as a fire 
repellent. For further information 
about these two new products write 
Sentry Products corporation, 436 
W. Arbor Vitae, Inglewood, Calif. 


Industrial Fire Protection 


Two catalog sections dealing with 
its products for protection against 
industrial fires have just been is- 
sued by the B. F. Goodrich com- 
pany. The first has fire hose as its 
subject and the second the carbon 
dioxide fire extinguisher which it 
recently introduced. Section on 
fire hose describes the method of 
construction and manufacture, as 
well as listing all brands of fire 
hose for this purpose made by the 
company, including tables on sizes 
and weights. Requests for these 
catalogs should be sent to the B. F. 
Goodrich company, Akron, Ohio. 


Mildew Resistant Hose 


A new line of fire hose which is 
said to be water repellent and mil- 
dew resistant is being announced. 
Double-jacket tailored, the hose is 
said to be built to withstand the 
abusive, abrasive action of gravel, 
cinders or rough surfaces over 
which it may be dragged, and will 
withstand extreme temperatures, 
from freezing cold to blistering 
heat. An all-white hose, it is 
flexible for easy handling at time 
of fire and for racking snugly and 
completely into a hose body before 
and after service. Complete and 
fully illustrated literature is avail- 
able upon request from Americal- 
LaF rance-Foamite corporation, El- 
mira, N. Y. 


FHA Small House Bulletin 


A revised edition of the Federal 
Housing administration’s bulletin, 
Principles of Planning Small 
Houses, has just been printed. The 
chief purpose is to stimulate and 
encourage the designing of modest 


type homes at reduced cost with f 
out sacrifice of comfort and col f 
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venience or sound construction and 
reason:ble maintenance expense. 
In the suggested plans illustrating 
the text, space economy 1s accom- 
plished through compact arrange- 
ment of rooms which meet min- 
imum sizes generally considered 
essential. Because of local varia- 
tions, no dimensions or other de- 
tails have been indicated for the 
plan arrangements shown. ' For the 
same reason, minor modifications 
may be required to effect compli- 
ance with local FHA requirements. 
Copies may be obtained from local 
FHA field offices, or by sending ten 
cents to the Superintendent of 
Documents, Government Printing 
office, Washington 25, D. C. 


Keeping Homes Comfortable 


A new booklet issued by the 
Kimberly-Clark corporation con- 
tains information for the home 


owner who is interested in either 





improving his present home or in 
giving his new home the benefit of 
modern, thermal insulation treat- 
ment. There are 16 pages, printed 
in four colors with numerous illus- 


trations. There is special emphasis 
on the features of house insulation, 
both winter and summer. How 
and where to install, ease of in- 
stallation, efficiency, fire resistance 
and many other points are also 
covered. For further information 
about this booklet write Kimberly- 
Clark corporation, Kimsul divi- 
sion, Neenah, Wis. 


Conveyor Lubrication Chart 


A new, simplified, step-by-step 
lubrication chart for standard gear 
motors on Rapids-Standard power 
belt conveyors has just been issued 
and is available to owners of 
Rapids-Standard material handling 
equipment. The chart explains in 





detail how to lubricate and main- 
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S RK.GREESSEES 
DL. CU&IW 


This ad is now appearing in » 
leading farm magazines of 
over 9 million circulation .. . 
one of the current series. 
(Reduced from actual size) 


Today, farmers are making 
plans for the goods they 
will buy during the coming 
months and years. Although 
their actual purchases may 
be many months away, they 
are making plans now. 


So today’s advertising will 
help guide tomorrow’s sales 
. . . today’s well advertised 
products will be tomorrow’s 
sales leaders. 


That is why RED BRAND 
fence ads are currently ap- 
pearing and have appeared 
throughout the war period 
... to protect the value of 
the RED BRAND dealer 
franchise during these days 
of scarcities, and to help 
build sales for the competi- 
tive years ahead. 
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Ba 


ITH good fences, more livestock can be raised, 
legume pastures can be added to the rotation, 
and crop yields can be improved. 


Farmers find this is the natural way to build up 
the fertility of the farm. Many farmers have in- 
creased their crop yields 50 to 75 percent in five 
year’s time with livestock-crop-legume rotations . . . 
all made possible by good fences. 


RED BRAND Fence Lasts Longer 
Copper-bearing « « Galvannealed 


It takes a lot of work to build fence — so when you 
put. up a new stretch you want it to /ast. 


That’s why experienced farmers everywhere prefer 
RED BRAND fence. They know that RED BRAND, 
Stretched up tight on well set end and corner posts, 
will give 20-30 years of service. 


Only RED BRAND fence has the “Galvannealed” 
zinc coating — a special heat-treatment that makes 
RED BRAND resist surface rust far longer than 
ordinary galvanizing. And underneath is special 
copper-bearing wire that fights 
deep rust, too. Only RED BRAND 
gives you this double-life, rust- 
fighting combination. 
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KEYSTONE STEEL & WIRE CO. 
Peoria 7, Illinois 
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In this positive way, Keystone is helping its 
dealers prepare for the day when they can get 
all the RED BRAND fence they want... and 
want all the fence customers they can get! 


KEYSTONE STEEL & WIRE CO. 
PEORIA 7, ILLINOIS 
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is Your 
Forest 


We are growing reserves of 
famous OZAN shortleaf pine 
that assure lumber dealers 


ample future supplies of top 


quality forest products. 


Oz 





LUMBER CO. 
Prescott, Ark. 











A ae en a LOS LA iA heed 


NATIONALLY ADVERTISED 
AROMATIC RED CEDAR 


CLOSET LINING LUMBER 


Packaged and Sealed 


GUARANTEED 
90% Red Heart 
or Better 


Currently pro- 

duction problems 

prevent our immediate 

return to full scale operations 

but we can see an improvement in 

the near future—and we hope soon for 

a quick return to our prewar service on 
all shipments. 


PRODUCT OF 


GEO. C. BROWN & Co. 


GREENSBORO, NORTH CAROLINA 
LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 
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tain operating efficiency of seven 
different motors used on Floor- 
Veyors, Boosters, Stevedor Jrs., 
and Press-Veyors. Copies of the 
chart, D182, may be had by writ- 
ing to the Rapids-Standard com- 
pany Inc., Dept. LC-3, 308 Peoples 
National Bank building, Grand 
Rapids 2, Mich. 


Aluminum Step Ladder 


A complete line of new aluminum 
folding step ladders which are said 
to be strong enough for any indus- 
trial purpose is being announced. 
Available in three, four, five and 
six foot heights and weighing ap- 
proximately 1°%4 pounds per foot of 
height, the ladders are all equipped 


roo yap 
Nee 
Ra 
43 


with bucket rests except the three 
foot ladder. They are constructed 
of aluminum alloy 528, which is 
said to have a tensile strength of 
37,000 pounds per square inch, and 
are fitted with rubber safety treads 
to prevent skidding. Additional in- 
formation will be furnished on re- 
quest from M. & M. Manufacturing 
company, Hamilton avenue, Pitts- 
burgh, Pa. 


Radial Cutting Machine 


The wide range of work the 
Wilson Radial Cutting machine 
will do is pictured in a book pub- 
lished by the manufacturer. The 
machine has a rigid arm, wide steel 
track and positive locking connec- 
tion between the column and the 
table. Among the operations it 
will perform are cross cutting, 
angle cutting, bevel cutting, bevel 
mitre cutting, ripping, bevel rip- 
ping, cross dadoing, right and left 


angle dadoing, ploughing, fiuting, 
rabbeting, radius cutting, rafter 
cutting, tongue & grooving, shap- 
ing, tenoning and jointing. The 
manufacturers say there is thirty 
day delivery. For the illustrated 
booklet write Franklin Machine 
company, 55 Pawtucket avenue, 
East Providence, R. I. 


Sonneborn Estimating Guide 


A new estimating guide wall 
chart, designed to give dealers and 
builders practical estimating data 
on building construction and main- 


© SONNEBORN "8t 


tenance materials, has been made 
available. Printed in two colors on 
heavy paper stock for convenient 
hanging on a wall near the esti- 
mator’s desk, the estimating guide 
wall chart, illustrated here, meas- 
ures 1334x20 inches. It presents 
quick-reference estimating data on 
concrete and wood floor treatments, 
concrete and mortar admixtures, 
waterproofing and dampproofing 
specialties and roof coatings. Quan- 
tities required and abbreviated ap- 
plication methods are also listed. 
It offers a convenient place to list 
important and frequently used tele- 
phone numbers. For a copy of the 
chart write L. Sonneborn Sons 
Inc., Building Products Division, 
88 Lexington avenue, New York 
16, N. Y. 


Magnesia Insulation News 


As an important part in its pro 
gram to help solve that heat insula- 
tion problems of industry, the 
Magnesia Insulation Manufactur- 
ers association has just released the 
first issue of its new publication, 
the MIMA News. Purpose of the 
new publication is to establish the 
News as a helpful medium of con- 
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ROLL-OFF 
LUMBER TRUCK BEDS six is: 


Complete Beds Shipped KD 


EASILY MOUNTED 
Write for Catalog & Prices 











“The Active Truck Is the Money-Maker” 








The R-B COMPANY, 1921 Guinotte, KANSAS CITY, MO. 





IMPROVE EVERY JOB 


Spectfy BETTER GMtomtrim 


Anodized 
Aluminum Trims Xe) 


R. D. WERNER CO., INC. 


Manufacturers of Metal and Plastic Products 


29§ FIFTH AVENUE 


Factories: New York, N. Y. — Greenville, Pa. 





METAL MOULDINGS 
BETTER DESIGN 


.. . 80 related shapes, all dimen- 
sionally accurate, in the Chromtrim 
line. Profiles available in lustrous, 
satin and anodized aluminum. 






Manufacturers 


and Wholesalers 
OF 


Wi SPECIAL LUMBER PRODUCTS 


Anything Made From 
Western Lumber! 


WE MANUFACTURE 
AND SPECIALIZE IN 


Furniture Dimension 
Glued-Up Stock 


Cc ters’ 
BETTER PACKAGING Molds 
. Only 120 ##. (10-12 ft. TS 


lengths) of one profile to a stream- 
lined shipping tube. Easier to 
handle . . . reduces storage space. 


BETTER INSTALLATIONS 


. Chromtrim fabricates easily 
—saves on labor costs. Improves 
bathrooms, kitchens, attics, play- 
rooms. 


IMMEDIATE DELIVERY 


Write for the full- 
color pocket-sized 
Chromtrim Catalog 
No. 2. 


NEW YORK 16, N. Y. Manvfacturers ond Wholesalers 1635 


Member of Western Pine Ass‘n., 








Loh L Suitht 


National. 


Ready-to-Assemble 
Furniture Parts 


Industrial Shook 


Remember, too, 
WE WHOLESALE 


Hemlock 
3 Douglas Fir 
Sitka Spruce 
Ponderosa Pine 
and other West Coast Woods 


if) CARLOAD QUANTITIES ONLY - 


iy) Address all correspondence 
to our Kansas City Offices 





Dierks Bldg., Kansas City 6, Mo., Victor 4143 


National Wooden Box Ass‘n., Ponderosa Pine Woodwork, 
American Wholesale Lumber Ass‘n. 


West Coast Office: 910 Porter Building ©@ Portland 4, Oregon 








nd 
~«* - - - 
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“THE McCLOUD RIVER LUMBER 
COMPANY 
McCloud, Calif. 


“THE SHEVLIN-HIXON COMPANY 


Bend, Oregon 


_“Member of the Western Pine Associa- 
tion, Portland, Oregon. 

















| FPerdeate Foss Woodereh 











SELLING THE PRODUCTS OF DISTRIBUTORS OF 
‘ SPECIES 
GREVLIN PINE PONDEROSA PINE 
Reg. U. S. Pat. Off. (PINUS PONDEROSA) 
EXECUTIVE OFFICE 
900 First National Soo Line Building SUGAR (Genuine White) PINE 
MINNEAPOLIS, MINNESOTA (PINUS LAMBERTIANA) 
DISTRICT SALES OFFICES: 
NEW YORK CHICAGO SAN FRANCISCO 
1604 Graybar Bldg. 1863 LaSalle-Wacker Bldg. 1030 Monadnock Bidg. 
Mohawk 4-9117 Telephone Central 9182 Exbrook 7041 
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tact between the users of 85 per- 
cent magnesia insulations and the 
manufacturers. The publication, it 
is said, will seek to bring helpful 
information about heat insulations 
to industrial users through articles 
describing unusual applications of 
the product. For further informa- 
tion about the News, which will be 
published quarterly, write Mag- 
nesia Insulation Manufacturers as- 
sociation, 1317 F. street, N. W., 
Washington 4, D.C. 


Veneer on Metal 


United States Plywood corpora- 
tion’s construction material made 
by bonding a thin wood veneer to 
metal, and known as Decorative 
Armorply, will hereafter be called 
Flexmetl. Flexmet] is a new lami- 
nate consisting of a hardwood 
veneer, from 1/85 to 1/28 of an 
inch thick, bonded to a sheet of 
metal. The company has explained 
that by using such a thin face 
veneer the low wood supply is 





stretched further and the finished 
material is made flexible to the 
limit of the metal used. It is used 
on walls and ceilings as well as in 
the construction of lighting fixtures 
and for varied decorative effects. 
For further information write 
United States Plywood corporation, 
Weldwood building, 55 W. 44th 
street, New York 18, N. Y. 


Metal Window Ventilator 
The Metalvent all-metal window 


ventilator provides the householder 
with easily controlled ventilation at 


METALVENTS 


PAT. NO. 2101941 





the flick of a finger. Its patented, 
two-piece inter-lock construction is 
said to seal out cold air when nec- 
essary, yet permits exact control of 











PARAFFINE “WAX” OIL 


A High Paraffine Content Oil 


for Oiling Flooring and Blocks 





for Protection Against Weathering and End Checking 





for Lubrication Work 





for Finishing Operations 





for Coating Concrete Forms & Pallets 





for Wood Preservation 





Immediately available in any quantities 








Lower cost than ordinary neutral Paraffine Oils 


KALAMAZOO PARAFFINE COMPANY 
1809-21 Reed St., Kalamazoo 24, Michigan 


Supplied in drums and tank cars 






















































We're frank to say that we can’t get up much 
of an ad today about our ability to make quick 
shipments like we used to do. The fact is we 
don’t know when we’ll ever catch up. But on 
quality, it’s different. 
quality of our fine, soft-textured Craig Mountain 
Pine—just as in years gone by. 


CRAIG MOUNTAIN LUMBER CO. 

















We’re maintaining the 


Winchester, Idaho. 
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ventilation as needed. Made of 20 
gauge steel, Metalvent is light 
weight and durable and it is said 
will not warp, stick, shrink or swell. 
Plating makes it rustproof and 
stainproof. Measuring 24%, x 12 
inches, it comes complete with 
plated screws. It is packed 12 to a 
box; weight four pounds. For fur- 
ther information write Northern 
Industries Inc., 610 W. Michigan 
street, Milwaukee 3, Wis. 


Measuring Sink Moulding 


Included with the new catalog 
just published by the Ford Metal 
Moulding company is a folder 
showing how to measure a sink 
when ordering moulding. It shows 
how to find the outside dimension 
and inside dimension and which to 
include when ordering specific types 
of sink rims. The catalog itself 
gives the complete line of stainless 
steel and aluminum nosings, edg- 
ings, angles, channels, tee-shapes 
and other special sections of decora- 
tive trim. Each style is illustrated 
and accompanied by material and 
size specifications. For a copy of 
the catalog and measurement folder 
write Ford Metal Moulding com- 
pany, 329 E. 45th street, New York 
17, N. Y. 


Seaboard Ready-Built Homes 


Seaboard Ready-Built Homes 
Inc., one of America’s manufactur- 
ers of prefabricated houses, an- 
nounces the purchase of a new 
plant at Selma, N. C., which will 
produce sectionized homes in con- 
junction with their present plant 
in Haddon Heights, N. J. The 
company’s chain system of assem- 
bly provides an output of a pre- 
fabricated house every 15 minutes 
of each working day, or 30 houses 
ready for immediate delivery daily. 
Selling to developers and _ individ- 
uals, the houses are all wood, pre- 
fabricated in four foot sections 
with required holes drilled for 
bolting together for easy erection. 
Skilled labor is said to be unneces- 
sary to erect them. The _ houses 
range in size from single room cot- 
tages to complete six room homes 
for year around living. Interior 
finish, hardwood flooring, plumb- 
ing fixtures, cabinets, etc., are sup- 
plied. The homes are FHA ap- 
proved and can be ordered from 
the factories directly. For further 
information write Seaboard Ready- 
Built Homes Inc., 330. Wainut 
street, Philadelphia, Pa. 
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If security and utility were the only 
requisites, a home owner might select 
the “first offered” design of quality 
brass or bronze hardware. 

But that is not enough for the home 
he hopes to point to with pride. 

Not if he agrees with the belief of 
most architects who consider hard- 
ware as a part of the design of any 
building. And, certainly not after he 
has seen the charm which authentic 
Russwin period designs add to any 
door. 

An interesting booklet showing out- 
standing designs is available from 
Russell & Erwin Mfg. Co., New 
Britain, Connecticut. 


Russwi 


DISTINCTIVE HAROWARE 











—— 




















Anaconda Copper 
Mining Co. 


Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 








—— 
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RAINY LAKE LUMBER CO. Ltd. 


SALES OFFICE: 2020 Conway Bidg., CHICAGO 2, ILL. 


Selling the Products of J. A. MATHIEU, Ltd., Rainy Lake, Ont. 
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CREO-DIPT STAINS 


FOR WOOD SHINGLE ROOFS AND SIDE WALLS 


CREO-DIPT 


COMPANY, INC. 
Established 1911 


NORTH TONAWANDA, N. Y. 
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LUMBER CO. 


Manufacturers of 


Rainelle, W. Va. 


THE MEADOW RIVER 


West Virginia Hardwoods 





FOR SALE 


Ponderosa Pine 


Mill Ceiling Prices. Car Lots--Direct Shipment. 





In exchange for any of the following woods: 


Maple, Birch, Oak, Beech, Ash, Gum, Walnut, 
Poplar, Magnolia, Pecan, Hickory, or what 
have you. 


To be bought on the same basis. 


Penberthy Lumber Co. 





























KNIGHT 


Manufactured by 








117 Portage St, 


Single and DoubleActing Receding 
SET WORKS:Saw Mills, Dogs, Edgers 


THE KENT MACHINE COMPANY 


Cuyahoga Falls, Ohio 













Importers of 


(Balsa — Rosewood — Others) 


F. C. LUTHI G CO. ‘Isy Orleans 12, La. 


433 Balter Building, 


Chicago Office: Rupert N. Hoye, 2323 South 
Michigan Avenue, Chicago 16. 


TROPICAL WOODS 














Montgomery I, Alabama 






Manufacturers 


Southern Hardwoods and Pine 





J. W. Wells Lumber Co. 

















NEWELL DOOR CLOSERS - 


For a low-priced closer, 
the 006-A has all the 
features of higher-priced 
closers. A really proved Each one in individual 
fast seller carton. 

DOOR STOP 


— BEST SELLERS © © £EZE LATCH 


No. 00] Door Stop prevents damage 
when doors are forced open beyond 
normal Finish is bright cadmium # hall By 
No. 010 E-ZE Latch renders perfect "@ggggeg 1! ! 
performance when used with a 
door closer. Full instructions, with 
template, in each box 


@ @ NO COMPLICATED 





No. 008 AIR-FLO 


Ideal for combination 
screen and storm doors 
and light inside doors. 











No. 010 E-ZE LATCH 
ace cca 


"POSITIVE IN ACTION 


PARTS 


EASY TO INSTALL 


a No 014 OIL-FLO 


This latest addition to the 
Newell line operates in an 
oil bath. Smoothest oper- 
ating closer yet presented. 











5800 S. Boyle Ave. Los Angeles 11, Calif. 





As soon as the present 
abnormal lumber situa- 
tion clears, buyers can 
depend on it that we'll 
resume dependable 
service in western woods 
as quickly as possible. 

















bl PINE. CEDAR 
HEMLOCK 





LUMBER CO.) 
PORTLAND, ORE. 


THE GRISWOLD 
FAILING BLOG. 





ALL STEEL 
Double Swivel 


American Load Binder 











F 
For, bindin a LUMBER, (Goodyear Pattern) 
ly. Strongest a 
roug 
lest to use 







AMERICAN LOGGING TOOL CO., Evart, Mich. 





— 








JUST RECEIVED 


“Baughmans Buyer & Seller” 
Desk Size Edition 


AMERICAN LUMBERMAN is pleased to an- 
nounce that additional copies of the DESK SIZE- 
$4.00 edition of Baughmans Buyer & Seller have 
been received and we can again fill orders for 
this popular book for calculating lumber footage 
and prices. 


AMERICAN LUMBERMAN 
139 N. Clark St., Chicago 2, Illinois 

















—— 
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1921 Letter mailed January 24 at Los Angeles 
reached New York by airplane and train 


‘ MANBIK ETT NN ALYSIS at 5:30 p.m. January 26. 
Output and Distribution THE FURIOUS FORTIES 


Lumber shipments of 421 mills reporting to the 
National Lumber Trade Barometer were 9.4 percent 
. below production for the week ending August 24, 
if. 1946. In the same week new orders of these mills 
were 5.2 percent below production. Unfilled order 
files of the reporting mills, amounted to 67 percent 
of stocks. For reporting softwood mills, unfilled or- 
ders are equivalent to 25 days’ production at the 
current rate, and gross stocks are equivalent to 37 
days’ production. 

For the year-to-date, shipments of reporting iden- 
tical mills exceeded production by 2.5 percent; orders 
by 1.0 percent. 











































1946 

1946 Jet plane reached Washing- 
ton 4!/. hours after taking 

off from Los Angeles airport. 


Pre-fabricated houses by the 
thousand being produced for 
GI's. PROTECTION WOOD- 
LIFE used to protect these 
homes against swelling, 
shrinking, warping and de- 
cay. 
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Reviewing the Figures 


X 
Estimated lumber production for June reached 


3,154,207,000 board feet, the Civilian Production Ad- 
ministration announced after final tabulation of the 
figures a fortnight ago. 


Lumber production by regions during the month of p m4 p d Mf C 
June with percentage changes from May and from rotection ro ucts qd. 0. 
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June of 1945 follows: 
May 1946 June Research Laboratory and Plant KALAMAZOO, MICH. | 
Kast board feet Percent 1945 
— Northeastern ....... 228,687,000 —0.3 +14.7 . . 
Appalachian ........ 267,853,000 +0.2 +64.6 AMERICAN Lumber Handling Equipment 
, North Central ...... 84,665,000 +8.5 +28.7 for Saw Mills, Veneer Plants, Industrials 
er South Central ...... 97,913,000 —1.5 +55.9 
lake States ........ 128,800,000 —2.4 +25.5 
2 eee 1,134,864,000 15.4 +27.7 
Total East ....... 1,942,782,000 +3.2 +31.1 
West 
a: North Pacific ....... 761,869,000 —5.2 —9.0 
| South Pacifie ....... 269,618,000 421.0 +2.7 
(Cal. and Nevada) 
lich. Northern Rocky Mt.. 122,488,000 +9.1 -+465.1 
Southern Rocky Mt... 57,450,000 112.4 +.48.0 
~  f Total West ....... 1,211,425,000 +1.8 —3.4 
— UW. B. Tee. wcee ss 3,154,207,000 42.6 +15.3 
In the Market Centers Dry Kiln Car Gravity Flow Unloaders 
SEATTLE—Cooler weather and occasional rains Planer Feed Elevators 
throughout Southwest Washington have helped ma- Hydraulic & Electric Elevating Tables 
ar ae encage t= Poca’ i Pa — = ee Automatic Dry Kiln Car Lumber Stackers 
sult has been highly beneficial as far as the log ° . 7 
production situation is concerned. However logs con- Semi-Automatic Dry Kiln Car Lumber Stackers 
tinue to be far from plentiful. Buyers are on a con- Elevators for Stacking Dry Kiln Cars by Hand 
stant hunt for new supplies and in many instances Electric Lumber Transfers 
are bringing them in from considerable distances to . . 
r meei production demands. The demand for better Passenger, Freight & Industrial Elevators 
: grades of lumber still far exceeds the supply, with 
most of that available going to Eastern and offshore eS ee a 
Customers. Water borne shipping space is scarce, - 
most of that available being for offshore markets. MANUFACTURING COMPANY INC. 
KANSAS CITY—The chief talk in trade circles is ELEVATORS 
— the growing black market. More than 80 percent of SIU? Sudite Avenee, Teseme 2, Warkiagten 
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WANTED TO BUY: 


4/, Common & Better 
Soft Southern Hardwoods 


Will be pleased to hear from mills on offer- 
ings for immediate shipment—also for future 
delivery. 





Wood Flour For Sale 


Can supply another concern or two with ex- 
cellent quality wood flour produced from 
kiln dried soft Southern Hardwood shavings 
and sawdust. Latest manufacturing equip- 
ment. Bulk carloads or bagged. 











Carlton Smith 


Lumber-Dimension 


BEARDEN, ARKANSAS 

































































































THE KIND OF PLANER 
YOU HAVE LONG WANTED! 


Big enough to handle all of a lumber com- 
pany’s requirements. Built for the precision 
accuracy formerly obtainable only with the 
larger machines. A husky producer with In- 
clined Bed and many patented features pro- 
moting convenient, time-saving operation and 
highest quality work. Priced way below the 
larger machines. Write for details. 


MACHINE WORKS 
238 Eighth St. Holland, Mich. 











LUMBER MARKET 


the lumber produced by the small mills is going into 
the black market. The housing situation is critica] 
and about 2,000 homes already started in Greater 
Kansas City cannot be completed because of the lack 
of lumber. It would be impossible to finance such 
projects if the contractors paid the going price asked 
by truckers for the lumber they are peddling. 

There is a definite shortage of railroad cars and 
no improvement in this respect is expected this year, 
Replacement parts for trucks and tractors have not 
been coming through very fast. 

The Federal Reserve bank of Kansas City reported 
wholesale lumber sales for July were 11 percent 
larger than a year ago and for the first seven months 
of 1946, 41 percent larger than the same 1945 period, 
Stocks of lumber at the start of August were five per- 
cent larger than a year ago. 


BALTIMORE—No great headway has been made 
in the deliveries of North Carolina and long leaf pine, 
with the deliveries of short leaf especially held down, 
so that the stocks are altogether inadequate for the 
demand. Distributors of fir, spruce and Idaho white 
pine declare that general conditions in the business 
are getting worse instead of better, and that it is be- 
coming increasingly difficult to obtain anything like an 
adequate assortment of lumber to take care of the 
demand. The situation in the Appalachian region, 
which under normal conditions, supplies much of the 
hardwood lumber called for, is slowly undergoing some 
improvement, but at the rate of progress, any real 
advance to former conditions will take much time. 
Some change in the spirit of the labor element is to 
be noted, with addition to man power less difficult 
to obtain. 


MINNEAPOLIS—With lumber production increas- 
ing generally, except in areas beset by forest fires, and 
the millwork strike in the Twin Cities settled, build- 
ing of homes in the Minneapolis area has again taken 
on fresh impetus. Builders who a few weeks ago 
were moving cautiously because of the prospect of 
having an unfinished home on their hands when win- 
ter arrives are going “full steam ahead.” 

The foregoing would lead one to assume that lum- 
ber was flowing freely from Minneapolis retail yards, 
but this is not the case. True, some yards have a 
fairly generous supply, but others are almost bare and 
on a hand to mouth basis. However, trucked in lum- 
ber obtained in direct deals between mills and con- 
tractors, is pouring into the city, Minneapolis sources 
report. All of which is to the benefit of home build- 
ers, but not very comforting to the retailer. 


MEMPHIS—Hardwood lumber output continues t0 
increase throughout the South and now approximates 
90 percent of normal production. This, however, }8 
but a fraction of actual demand and manufacturers 
are showing sales almost on a parity with output. 
However they haven’t the dry lumber and shipments 
are currently running some 15-18 percent behind. 

Retail lumbermen are getting relatively small 
amounts of pine lumber, except on HH priorities. 
They are likewise receiving small quantities 0! oak 
flooring, while home construction continues to »0om, 
despite inflationary prices. 
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Robert Turner, Editor of 
New Wood Magazine, Dies 


Robert Turner, 48, editor of 


Wood, magazine of the forest prod- 
ucts industry which was recently 
begun by Vance Publications, Chi- 





Robert Turner 


cago, died August 26. He had 
gained wide acquaintance in the 
realm of wood during five years as 
Director of the Information Serv- 
ice of the National Lumber Manu- 
facturers Association. Graduate of 
the Columbia University School of 
Journalism he had been a working 
newsman, magazine editor and had 
done public relation work with a 
number of America’s largest cor- 
porations, 


Insulation Board Institute 
Members Give Out on the Air 


_ Manufacturers and salesmen of 
Insulating board took to the air 
Sunday, August 25 for the dual 
Purpose of matching wits and pub- 
licizing their products. 

Two teams representing the In- 
Sulation Board Institute partici- 
pated in the Quiz of Two Cities, 
one team in Chicago and the other 
In New York. 

The winning New York team 
was composed of Jules Z. Hollmann, 
Flintkote company; James V. 
Jones, Armstrong Cork company; 
W. W. Cullin, Johns-Manville Sales 
Corporation, and Allan Douglass, 


UGE MEWS 


National Gypsum company. On the 
Chicago team were J. B. Black- 
burn, manager of the Insulation 
Board Institute; Kenneth Rolf, In- 
sulite; E. C. Rautenberg, Celotex 
corporation and Philip Berquist, 
Wood Conversion company. 


Univ. of Washington Starts 
Extensive Veneer Research 


An extensive research program 
in the field of wood and veneer 
gluing is being started by the Uni- 
versity of Washington College of 
Forestry, Seattle. 

The studies will be under the 
direction of Dr. O. Harry Schrader 
Jr., associate professor of forest 
products. David P. Thomas, a 
graduate of the Coliege of Fores- 
try, 1941, has been appointed re- 
search associate to conduct the 
various studies. 

Problems now being studied in- 
clude the edge gluing of veneer by 
a continuous system, tests of as- 
sorted glues to determine their 
characteristics and the effects of 
this method of curing thermo- 
setting glues and the curing of 
searf joints of variable dimensions. 


Companies Announce 


Wickwire Spencer Steel, Divi- 
sion of the Colorado Fuel and Iron 
corporation has moved its general 
sales manager’s office from 500 
Fifth avenue, New York 18, to 361 
Delaware avenue, Buffalo 2, N. Y. 
The wire department general office 
under C. G. Matthews and the 
market research department under 
Henry Davis also moved. 


The Celotex corporation, Chi- 
cago, has acquired the Weaver- 
Wall company, Cleveland, manufac- 
turers of asphalt shingles, roofing 
and siding products. 


The B. F. Goodrich company is 
constructing a new, modern re- 
search center in Brecksville, Ohio, 
midway between Akron and Cleve- 
land. 


The Long-Bell Lumber company 
recently purchased the Stroup 
Lumber company, Garden City, 


Buitprx 
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PAUL B. BERRY 


Wholesale —- Commission 


Grand Rapids 6, Michigan 


If you can furnish any of the following 
(or anything else) write or wire me. 


1 or more cars softwood boards 
and dimension KD or AD, ma- 
chined; also panels, shorts, cut- 
offs. 1 or more cars 5/8” and thick- 
er hardwoods, mostly 4/4” & 5/4” 
KD or AD. Send me your stock 
and price lists. 


















Gives Siding Jobs Improved 





Protection and Appearance 


On every Asbestos 
Siding job, where ap- 
pearance is_ essential, 
you can save valuable 
time, simplify fitting 
at corners and along 
window and door 
frames, give added pro- 
: ; tection, by using indi- 
vidual zinc corner strips. . . . Made of 
oxidized zinc... will not stain. Lengths 
suitable for any Asbestos Siding Shingle. 
For complete details write 


BUGHER MANUFACTURING CO. 


211 S. Main Street 








Kokomo, Ind. 


LUMBER WANTED 


Manufacturer of Prefabri- 
cated Houses in Philadelphia 
area will pay CASH for any 
volume of lumber — cut to 
size, or random sizes, green 
or seasoned. Can use 100,000 
ft. daily. Buying large quan- 
tities of Frames, Sash and 


Doors. , 
- Write to 


Century Prefabricating Corp. 


Box 43 Haddon Heights, N. J. 

















Lindsey 8-Wheel 
Tractor Wagons 


are ideal for tractor log 
are used singly or in . 


g. They 


Lindsey Wagon Co., Laurel, Miss. 


Sole Manufacturer 
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Save space — time 
— costs — release 
men for productive 
work — handle lum- 
ber with conveyors. 


Write for special 
bulletin, AL-96, de- 
scribing Standard 
Conveyors designed 
to speed and cut 
the cost of han- 
dling in lumber and 
building supply 
yards. 


STANDARD CONVEYOR COMPANY 
General Offices: 
No. St. Paul, Minnesota 





FOR SALE 


Approximately 65,000 
Wood Knobs With Screws 


Immediate Delivery 


Specifications: 
Base 11/16” 
Depth 3/4” 
Top 1” 
Waist 1/2” 
Unfinished Hardwood with Screws 


Price $1.29 C FOB Norwood 


Norwood Sash & Door Mfg. Co. 
NORWOOD 12, OHIO 











A dependable brand of Maple 
and Birch Flooring that has 
been delivering thorough-going 
satisfaction to customers for over 
34 years. 





BP nbs Aogde. 


MBER COMPANY > 


~  PRRANVEA 


OMINEE, MICHEGAN. 








SCRIBNER’S LUMBER & LOG BOOK 


Indispensable for lumber merchants, sawmill men, etc., 
190 pages, vest pocket size, giving tables on scantling 
and plank measure, round timber reduced to square 
timber and round logs reduced to inch —- by 
Doyle’s Rule, log tally ealculations, and other valuable 


information. Over 2,500,000 copies sold. 
American Lumberman 50c 
139 N. Clark St., Chicago 2, Ill. POSTPAID 
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Kans. This will be the farthest 
west Long-Bell plant owned by the 
organization in Kansas. The 
Stroups still have yards at Scott 
City and two in Colorado. 


Stuart B. Show, California 
Forester, Accepts UN Post 


Stuart Bevier Show, regional 
forester in charge of the National 
Forests of California, San Fran- 
cisco, for the past 20 years, is leav- 
ing to become deputy director and 
chief silviculturist in the forestry 
and forest products branch of the 
United Nations Food and Agricul- 
ture organization. 

Mr. Show won widespread recog- 
nition in forestry research, as a 
silviculturist, in fire control and as 
a writer on forestry and allied sub- 
jects. As a Forest Service admin- 
istrator, he contributed through a 
quarter century to the effort to 
build up public support for forest 
conservation on the West coast. 


F. J. Purcell, President 
of Kansas Company, Dies 


Frank J. Purcell, 57, president of 
the Frank Purcell Walnut Lumber 
company, Kansas City, Kans., died 
August 16. The company had been 
founded by his father, the late 
Frank Purcell, twenty years ago. 


First Air-Bourne Bicycles 
Arrive for St. Louis Dealer 


Marking another step forward 
in modern merchandising, Hill- 
Behan Lumber company, St. Louis, 
recently received the first shipment 
of sidewalk bicycles ever to be 
transported by air freight. 

Enthusiastic over the possibili- 
ties of air freight, William L, 
Behan, president of the company, 
said: 

“The use of air freight opens 


BICYCLES for Hill-Behan Lumber company 
arrived by air freight in St. Louis. 


new vistas for the lumber and 
hardware business. Speed is the 
important thing! The use of air 
freight cuts lengthy transit time, 
bringing much-wanted merchan- 
dise from the manufacturer to the 
consumer much more rapidly than 
before.” 

Present at the airport to greet 
the arrival of the transport plane, 


THIS bird’s-eye view of the National Brass company, manufacturers of builders’ hardware, 

Grand Rapids, Mich., shows their modern plant which extends over a block in length. Laid ovt 

for straight line mass production, this building is in the process of being joined to the plant 
proper and when completed will add about 20 percent more floor space. 
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NEW TYPE 
Louver for Attic Ventilation 


SPECIAL Louvers 
for New Construction 




























* * 
ward L @ LU Vv E om Ss = 
Hill- Equipped with Built Like a 

: LUMITE PLASTIC SCREEN COMBINATION DOOR 
OUlS, @ Won't Stain @ Nice Job 
ment @ Outlasts Metal @ No exposed Nails 
b @ No Rust or Corrosion @ Easy to Install 
) e 
Easy to Sell 2 on Every Job 
bili All Arr-O-Line Louvers are scientifically designed with many 
iDul- exclusive features that make them the best on the market 
A SE. today. 
dany — -— — STANDARD LOUVERS — — — 
| si "Good For The Life of Any Average Building." 
100%, Our complete line includes over 30 sizes and types for every 
pens Rustproof use. We also build louvers special for the industrial trade. 


WHEN YOU INSULATE— YOU MUST VENTILATE 


Wire or Write for Details ° 3060—4th Ave. So. 
sit. Aegieed fer Arr-O-Line, Manufacturers jjinncapolis 8 Minn. 














Sitka Spruce Lumber 
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greet ° 
saa sna neiiaiiaecuaieiiall Lumber & Shingle Mills 


ALLIED CHEMICAL & DYE CORPORATION Division of 
40 Rector Street, New York 6, N. Y. Polson Logging Company 
Hoquiam, Washington 


Asphalt Shingles... Roll Roofings .. . Built-up Roofings 
. . . Roof Repair Materials . . . Protective Paints 


: IDAHO WHITE PINE 
Quality Lumber — PONDEROSA PINE 


for 538 Years... — » CALIFORNIA SUGAR PINE 
PPordr Pes Werden — : WESTERN WHITE SPRUCE 


WINTON Th SALES CO. foshay Jower.MINNEAPOLIS 2, MINN. 
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Knudson & Mercer Lumber Co. 


Purveyors to 
Accredited Retail Lumbe: Dealers 
for 51 years 
LUMBER FROM SOUTH, WEST, NORTH 
Sash & Doors, Wallboards and Most 
Standard Specialties 


28 E. Jackson Bivd., Chicago 4, ull. 














LEMIEUX BROS., INC. 


FORESTERS--TIMBER ESTIMATORS 
APPRAISERS--CIVIL ENGINEERS 


610 Pere Marquette Bidg., NEW ORLEANS, LA 








Since 1922 


THE DAD & LAD & 
MANUFACTURERS 
Asphalt and Asbestos Ronmfing 
Cements, Paints and Compr.unds 
Factory and Executive OMees 
NEW LENOX, ILJ.INOIS 








Saves Time for Managers 
Keep the details of all de- 
a of your business at 

nger_ tips al = 
MANAGERIAL FIL 


profits. Double-locked for 
privacy. Rubber castors. Slid- 
ing top. Ball-bearing drawer. 
Write for circular, 


Northwest Metal Prods. Co. 








1337 E. Mason, Green Bay, WIs. 





MINER'S EDGER WITH SKF BALL BEARINGS 


Simonds saws, lightest running. SPECIAL 
FEATURES: Variable feed for light power, 
guide rail and spurs make STRAIGHT lum- 
ber, well-balanced mandrel, now creosoted 
frame. IT CLEARS ITS COST IN 30 TO 60 
DAYS. 


MINER EDGER WORKS, Phone 1292, Meridian, Miss. 





SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


TIMBERS FACTORY 
YARD STOCK F ] R CLEARS 


SPRUCE, HEMLOCK, CEDAR, PINE 
Established 1912 








HOUSTON BLOW PIPE 
AND SHEET METAL WORKS 
HOUSTON. TEXAS 


38 Years’ Experience 


Engineering Service and Estimates Without 
Obligation — Send Us Your inquiby " 








Hardwood Inspector Wanted 


One familiar with Northern Hardwoods 
for hardwood distribution yard. Steady, 


competent, experienced and understand- 
ing thoroughly NHLA rules. Write 


WARREN ROSS LUMBER CO. 
Falconer, N. Y. 
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were Col. James Howard, civic 
aeronautics aide to St. Louis, Wil- 
liam L. Behan Jr., and Fred Var- 
ney, president of Fred Varney and 
company, distributors. 


Promotions and Appointments 


S. BLairR HUTCHISON, formerly 
with the Northern Rocky Mountain 
Forest and Range Experiment sta- 
tion, has returned to Missoula af- 
ter 414 years with the forest serv- 
ice experiment station in New Or- 
leans, to assist with a study of 
white pine blister rust control 
problems. 


Promotion of LAURENCE W. 
CLARKE to general sales manager 
of the Philip Carey Manufactur- 
ing company has been announced. 
This fills the position recently va- 


Lawrence W. Clarke 


cated by C. L. OWENS who resigned 
after 19 years’ association with the 
company to go into business for 
himself. Mr. Clarke has _ been 
manager of Carey’s New York 
branch for nine years and is suc- 
ceeded in that position by DAvip P. 
SEAMAN. 


E. B. OYAAS, treasurer of the 
Curtis company, Clinton, Iowa, 
has been elected president and di- 
rector of the Quad-Cities Control 
of the Controllers Institute of 
America. At the same meeting J. 
ARTHUR THOMPSON, treasurer and 
assistant secretary of the Eclipse 
Lumber company, Clinton, was 
elected secretary and director of 
the Control. 


FRANK X. SHELLEY JR. has been 
appointed general sales manager of 
Seaboard Ready-Built Homes Inc., 


Frank X. Shelley Jr. 


Philadelphia. He recently returnd 
from service with the U. S. Army 
Engineers where he was in charge 
of construction of air fields and 
hospitals in the Pacific theater. 


RICHARD F. MULLER has _ been 
named manager of the New Or- 
leans district office of the Allis- 
Chalmers Manufacturing company, 
succeeding F. W. STEVENS who af- 
ter 41 years of service has re- 
quested to be released from this 
responsibility. Mr. Muller joined 
Allis-Chalmers in 1920 upon his 
graduation from Tulane university. 
Mr. Stevens will continue as special 
representative in the New Orleans 
office. 


RAYMOND G. BECKLEY has been 
appointed Pacific coast manager of 
the Insulux Products division of 
Owens-Illinois Glass company. He 
has been associated with the com- 


pany 11 years. Before going to the 
Pacific coast he was western field 
manager in charge of glass-block 
sales in 22 midwestern states. 


EVERETT W. SCHULTZ has joined 
the staff of Spiegel Inc., Chicago, 
mail order and retail merchanis, as 
buyer of roofing, millwork, building 
materials, pre-fabricated buildings, 
wallboard and tile board. 


Ray RONALD has been named 
western division sales manager of 
the Hyster company, Por' tland, 
Ore. He will have charge of sales 
in both the tractor equipmen’ and 
industrial lift truck western divi- 
sions of the company. CLARENCE 
H. Couuier JR. has been named new 
manager of the industrial lift truck 
eastern division of the company, 
with headquarters in Peoria, [Il. 
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